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IN THESE TIMES! — family needs multiply! Accidents and illness are in- 
evitable — there are tonsils to come out— children to be educated — mort- 
gages to be paid. Any of these may put an abnormal strain on the budget 
if you don’t have complete income protection. So why not check yourself 
today. See if you have all the protection you and your family need. Check 
each item and then let your BMA representative show you how easy it is 
to add the missing services. 


An Advertisement in the June 16th issue of NEWSWEEK is helping BMA Fieldmen celebrate BMA's 43rd anniversar 
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1952 National 
Quality Award Winners 


for Distinguished Service 





Life insurance companies are great only in proportion to the integrity, high 
professional standards and earnestness of the men associated with them. The 
Ohio National Life Insurance Company points proudly to its men who have 
been selected by the Life Insurance Agency Management Association and the 
National Association of Life Underwriters for the 1952 National Quality Award. 


Grant Westgate 
Agency Vice President 





CLIFFORD S. ASPEGREN, Chicago, Illinois CARL W. MASON, Jackson, Michigan 


SAMUEL S. BLISS, Erie, Pennsylvania *EMMETT W. MILLHOLLAND, Columbus, Ohio 
LAWRENCE D. BOORD, Dayton, Ohio HAROLD M. NOAKER, Canton, Ohio 
CHARLES H. BRITTAN, Alliance, Nebraska MURRAY A. PAYNE, Minneapolis, Minnesota 
HAROLD C. BROGAN, Lansing Michigan WALTER S. PHELPS, Detroit, Michigan 

*DON D. BROWN, Columbus, Ohio LOREN C. RIDER, Harrisburg, Pennsylvania 


JOHN B. CARLIN, Detroit, Michigan 
*J. ROBERT COLE, Los Gatos, California 
*JONAS K. EBY, Hagerstown, Maryland 

C. TED ERMLICH, Alliance, Ohio 

STANLEY R. FRITTS, Manchester, New Hampshire 
ANTHONY C. GAMBLE, Erie, Pennsylvania 
HAROLD H. GARRETT, Helena, Montana 


VIRGIL E. ROUSE, Minneapolis, Minnesota 

JACK H. RUSSELL, Corpus Christi, Texas 

DON J. SCHILTZ, Austin, Minnesota 
*GEORGE S. SEVERANCE, Chicago, Illinois 
*JAMES T. SIMPSON, Eldon, Missouri 
*WALTER M. STRAW, Marysville, Pennsylvania 

EDWARD M. SVOBODA, Omaha, Nebraska 
*NORM J. TSCHANTZ, Canton, Ohio 

IRA M. TURNER, Butler, Pennsylvania 


PAUL E. GARRETT, Spokane, Washington 
ROY J. GRUMBINE, Cincinnati, Ohio 
GEORGE T. GUERRE, Lansing, Michigan 











CLYDE W. HINES, West Milton, Ohio *KEN B. WADE, Lancaster, Pennsylvania 
C. A. S. HOLLINGER, Bainbridge, Pennsylvania “GEORGE W. WEITZEL, Camp Hill, Pennsylvania 
FRED E. KRAMER, Erie, Pennsylvania DAVID J. WILLIAMS, Pittsburgh, Pennsylvania 
*H. R. LINDENBERGER, York, Pennsylvania RAYMOND M. WOOLFORD, Springfield, Missouri 
*Has earned the Quality Award five or more times. * 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 


THE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by the National Underwriter Company, Office of Publication, 175 W. Jackson Blvd., Chicago, Ill., U.S.A. 56th year. 
Yo Frida une 18, 195%. $5.00 per year (Canada $6.00). 20 cents.per copy. Entered as second class matter June 9, 1900, at the post office at Chicago, Ill., under Act of March 3, 1879. 
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Lifting of N. Y. 
Group Lid Slows 
Ordinary Sales 


Cases Agents Were on 
Verge of Closing Have 


Bogged Down 


NEW YORK—Removal of the $20,- 
000 per life limit on group coverage in 
New York state is already showing 
an effect on ordinary sales in the state, 
both in the field of personal insurance 
and in connection with salary con- 
tinuance and deferred compensation 


plans. 
For example, Leon Gilbert Simon, 
New York City, a consistently large 
personal producer, has found that sev- 
eral ordinary cases that he was on the 
verge of closing had bogged down. The 
reason was that the firms employing 
the applicants were considering ex- 
panding their group life insurance cover- 
age in view of the legislature’s recent 
action in removing the lid. , 
“I'd like to hold off action for a little 
while because my company is consider- 
ing increasing its group coverage in a 
big way,” one of them told Mr. Simon. 


Deferred Compensation Affected 


Deferred compensation plans and pol- 
icies guaranteeing payment of salary 
for a year or two or three after death 
have been proving popular among ex- 
ecutives and corporations alike as there 
is not only an attractive sum involved 
but a substantial tax saving to the cor- 
poration. ; : 

For higher salaried executives in New 
York state, it has been necessary to 
handle these by ordinary life insur- 
ance where insurance is used for fund- 
ing, as it usually is. The corporation 
cannot deduct the premiums as a busi- 
ness expense but when it gets the funds 
as a death claim they are tax free and 
when the payments are made they can 
be charged off as a business expense, 
just like salary. The increased corporate 
tax rates make these plans additionally 
attractive. 


Group Route Opens Up 


As long as the $20,000 limit was in 
effect it prevented the use of group 
insurance to any great extent for de- 
ferred compensation and salary con- 
tinuance plans, at least for the higher- 
paid executives. With the ceiling com- 
pletely removed, however, the group 
route opens up, subject only to the in- 
surance company’s underwriting judg- 
ment. It would not be uncommon for 
a $50,000-a-year executive to be covered 
for $100,000 to $150,000, to be paid out 
as a salary continuance after his death. 

Use of group life has two advantages: 
the corporation has a smaller premium 
outlay because the group is on the term 
basis; and because it is group, the entire 
premium is deductible as a business ex- 
pense. 


Group Shows Tax Advantage 


As with salary continuance, group 
also shows a tax advantage where de- 
ferred compensation is involved, al- 
though the advantage is not quite so 
great because of application of the 3% 
annuity rule. 

Because of the importance of New 

ork state from a population, wealth 
and business activity standpoint, the 
removal of the $20,000 limit has a much 


GROUP UNDER SCRUTINY 





Actuaries Exhibit Concern 
For Higher Limits, Claims 


By RICHARD J. THAIN 


The informal discussions on group 
insurance at the meeting of Society of 
Actuaries at Chicago mirrored concern 
for souring experience on group cas- 
ualty coverage of retired employes and 
the unrelenting pressure for higher 
group life limits. 

Marcus Gunn seemed to express the 
consensus of those present in connec- 
tion with the group casualty coverages 
when he commented, “we haven’t any 
business being in business without know- 
ing how to make and sell increases.” 
The California-Western States actuary 
maintained that the custom of com- 
panies to guarantee rates for a year is 
absurd and he called for reexamination 
of this custom. Mr. Gunn cited the 
case of one large group insured by his 
company on which the rates have been 
raised three times without loss of the 
group. On this and some other groups 
the company was perfectly willing to 
lose the group rather than to have to 
take a beating with inadequate rates. 
None of their fears were realized, be- 
cause the groups did not switch to 
another carrier. 


Check and Investigate Claims 


Another Californian, Ralph J. Walker, 
Pacific Mutual, proposed further means 
of improving the group casualty ex- 
perience. His company has hired some 
claim checkers and investigators and 
they have proved worth their weight 
in the number of frauds, or at least 
misrepresentations in group claims 
which they have uncovered. In one 
case, for instance, a hospital had re- 
ported that a man had been a patient 
there for five days after an appendi- 
citis operation when a check with the 
group-insured showed that he had been 
in the hospital only one day. Mr. 
Walker said that every group company 
ought to have its claim checkers and 
investigators, whatever price has to 
be expended for them. 

Experience on hospitalization was af- 
firmed by several to be the worst and 
the real trouble maker. 





ASSESSING BLAME 





H. S. Beers, Aetna Life, minced no 
words in placing part of the blame for 
the poor group casualty experience on 
the pressure of intense competition 








broader effect than might be inferred 
from the fact that only a single state is 
involved. 

Another reason why the lifting of 
the lid is of widespread importance is 
that outside New York state, where the 
New York domiciled companies were 
previously forbidden to exceed the $20,- 
000 limit, just as they were at home, 
New York companies can now add their 
competitive power, opening the way to 
higher and higher per-life amounts. 

Many agents in the ordinary field are 
considerably concerned about what they 
regard as a dangerous tendency to per- 
mit group to preempt the field once 
reserved almost entirely to ordinary. 

William D. Davidson, Equitable So- 
ciety, Chicago, mentioned this at the re- 
cent spring meeting of the Life Insur- 
ance Assn., of America, at which he was 
invited to speak as a member of the 
field force. 


which has resuited in unrealistically low 
rates and in rapid liberalization of 
policy provisions. He alluded to the 
fact that many companies have special 
deals which they offer to put themselves 
in competitive position. Then they feel 
forced to add to all the other small 
liberalizations which their competitors 
are offering. The result has been a 
steady lowering of rates in the face of 
broadening of coverage with obvious 
detriment to experience. It is his thesis 
that instead of adopting the tactics of 
those wide-open companies that will 
write anything at any rate, the respon- 
sible companies should attempt to reform 
them by adopting sound practices them- 
selves and letting the “pirates” over- 
load themselves until experience shows 
them the way to more conservative prac- 
tice. 

There was enough said to indicate 
that the companies are very much con- 
cerned with the growing pressure for 
higher limits, especially on the lives 
of higher executives within the groups. 
It was asknowledged that this comes 
in for criticism from the field force and 
that the situation can be particularly 
dangerous in New York state where the 
legislature recently removed the group 
life ceilings. Recognition was also given 
to the dangers to the business from the 
fact that high limits involve income 


tax exemptions for executives and may - 


result in action in Washington if they 
get out of hand. Apparently the situa- 
tion is fairly close to chaotic in New 
York state at the present time. 

Dennis N. Warters, Bankers Life of 
Iowa, called for a measured determi- 
nation of how much a company can 
soundly underwrite of group life. He 
took cognizance of the present difficuity 
of the average executive in saving 
enough to buy the kind of insurance he 
needs to assure his family of continu- 
ation of anywhere near their standard 
of living. He suggested that perhaps 
some reexamination of income tax ad- 
vantages for men in the executive classes 
was necessary. To some of those present, 
increased group life seemed more de- 
sirable than forms of self-insurance and 
pensions. It was brought out that high 
limits are probably more desirable in 
the cases of big employers and that these 
limits should be reduced sharply after 
age 65. 

Despite the social desirability of per- 
mitting larger amounts and the pres- 
sure of employer requirements, it was 
generally felt hat the amount of in- 
surance should bear a close relation to 
the salary of the employe. At the same 
time the impression seemed to be that 
mere arbitrary limitation will not avoid 
the problem of filling the need. 





RETIRED GROUPS 





Stefan Hansen, Great-West Life, 
stressed the social desirability of ex- 
tending group coverage to retired em- 
ployes. Mr. Hansen felt that either the 
insurance companies would have to take 
care of retired employes or the matter 
would be handled in the worst of all 
possible ways, by the government. He 
termed it essential that the welfare of 
retired employes be provided for out 
of production. 


Mr. Hansen’s social approach was 


underscored by Morton D. Miller. Later 

in the discussion he rose to object to 

any sort of negative view on covering 
(CONTINUED ON PAGE 23) 


Los Angeles Bank 
Loan Plan Stand 
Draws Much Support 


Hawaiian Will Enter 
Anti-Plan Resolution 
at M.D.R.T. Sessions 


LOS ANGELES—Approval from all 
Over the country has been expressed 
toward the recent resolution of the Life 
Underwriters Assn. of Los Angeles 
which opposed the bank loan plan meth- 
od of selling life insurance. 

The resolution casts doubt on the tax 
savings advantages to _ policyholders 
through use of the plan. Copies of the 
resolution were sent to the N.A.L.U., 
all local and state associations and to 
presidents of life insurance companies. 

More than a score of heads of life 
insurance companies, acknowledging re- 
ceipt of a copy of the resolution, have 
said they are in accord with its pur- 
pose. In some instances they have re- 
quested suggestions as to arriving at a 
solution of the problems involved. In all 
the replies there has been no expressed 
disinclination to lending support to a 
thorough study of the subject. 

The resolution has been placed on the 
agenda of the Million Dollar Round 
Table for discussion at its meeting in 
Bretton Woods, N. H. 

It also has been included in the 
N.A.L.U. program for the meeting in 
Atlantic City in September. ; 

Insurance Commissioner Maloney of 
California, on receipt of a copy of the 
resolution, averred that his department 
had no information as to the merits of 
the controversy on which it could take 
definite action, and said he would appre- 
ciate having all the facts laid before him. 

Due to no formal complaint having 
been made to the department and the 
matter being thrown into court, no di- 
rect action would be taken by the de- 
partment until the superior court at Los 
Angeles has ruled in the cases involving 
the bank plan now pending. 

Officers of the Los Angeles associa- 
tion are ready to meet with agents ad- 
vocating the use of the plan and _ will- 
ingly discuss with them all angles of 
the situation. 


T. H. OPPOSITION 


Quon Lun Ching, member of the 
M.D.R.T., and past president of the 
Honolulu Life Underwriters Assn., in 
Los Angeles en route to the meeting of 
the Million Dollar Round Table, dis- 
cussed the matter, saying that the plan 
had first become active in February of 
the present year, and that it was his 
understanding that approximately $4,- 
000,000 of insurance had been written 
there under the bank plan. He said 
that the Honolulu association published 
an advertisement in the Honolulu Star 
Bulletin on April 27, in opposition to 
the plan and that proponents of the plan 
had published a similar advertisement in 
its support in the Honolulu Advertiser. 
He made the statement that at least 
some of the Honolulu banks had de- 
clined to make loans under the plan, 
and that mainland banks were making 
the loans at from 3% to 3%%. He said 
it was his intention to offer a resolution 
at the meeting of the M.D/R.T. con- 
demning the plan. 
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Life Companies’ Rankings for 1951 
Shown Under Five Classifications 























































s s i 1,476,238,549 74 Life & Casualty . ’ 23 Mutual Life ttnesstees 292,685,891 
Company rankings in four more cate- 4 peoten Ste s+ et Ss: ye ett? Bee aera oe ,162, 34 Western & Southern... a He 81 
gories will be published next week. 21 Provident Mutual, Pa‘: 1,447,566,452 76 Bankers, Neb... 1.1... $697,858 35 Fenn 1 intua) i ees ot, 194 
, BP anes, TR. soe cc's 1,316,248,138 77 Commonwealth Life ... 307, Seata «as ae u Bs cs gia Saat Foes 693 tn 
ASSETS 23 Manufacturers ........ 1,302,236,745 78 Republic National .... 307,1388,74 ( Conn, Mutual ......... 60,693,342 
24 Great-West :1) 1)288}286,243 79 Columbus Mutual ...-- 304,164,470 28 Great-West ..-.....--- 254,935,091 
1 Metropolitan Life ..... 10,900,906,184 9: National Life, Vi...... 1,220,252,641 80 Guarantee Mutual .... 294,943,806 29 Liberty National ...... 252,110,573 
2 Prudential ............ 9,536,879,646 26 Phoenix Mutual ....... 1,167,401,427 81 Central Standard ..... 293,549,965 30 Credit Life ........... 33 4/981,531 
> Bates, Mew work... S2ehieess. $7 Saeltable, In. ......-.. 1,161,541,991 82 Excelsior .........---- 292'395,435 31 Life of Virginia... ...:: 158°435 
4 New York Life......... 5,092,877,632 98 Western & Southern... 1,154/102/326 83 Manhattan Life 1/1/27! 292,093,441 32 Provident L. & A...... 221,181,171 
5 John Hancock ........ SaiPacrast 689 State Motual ........- 1,153,169,694 84 Security L. & T...:..:. 278,651,372 33 Pacific Mutual ......!: 216,280,601 
6 N. W. Mutual 904,824 30 Mutual Life, Can...... 1)152\937,494 85 Security Mutual, N. ¥.. 271,255,797 34 State Mutual ...--.... 207,977,731 
7 Mutual Life ...... sees 424,180 31 Acacia Mutual ........ 1,126,208,204 86 Pilot ..... See ae ie iesclees 263,169,185 35 Ban ers, Iowa ......-. 197 sor 
8 Travelers, .....-..++++- 16,257 $9 National L. & A........ 1,106,254,376 87 Indianapolis Life ..... 258,379,16 36 Central andard ..... 198'oe »788 
9 Aetna Life ............ partes Se anpeneain Tite oe 1,082,913,664 88 Continental Amer. 252,514,9 37 a sao cei Semeersiece 4 0,830 
10 Sun, Canada aD 94 Amer National... 22. Lodsors.o8l 89 Union Mutual ......... 248,901 38 Bankers Security ...... 3 876,138 
11 Mass. Mutual BOS. -artrnana PRAED ooo ol : 90 Beneficial Life ........ ,835, 39 Cuna pantaed hs oe 3,365,116 
12 Mutual Benefit ........ 1,358,383,260 32 yofrerson Std 91 Lutheran Mutual 40 Canada Life .......... 178,370,121 
13 Penn Mutual .......... 1,344,779,291 37 Poliance Life 92 Liberty National SIGUE eee s- te seeeeecs 171,452,535 
14 New England Mutual.. 1,254,447,264 9° ome Life. N 98 Paul Revere .......... 237,752,840 42 Washington Nat’l. ..... 167,755,862 
15 Conn, General ......... 939,384,593 309 Guardian ........ Seis QAPTE WS TALS cies :oreicrere ane aiecs ,560, 43 Life & Casualty....... 166,814,693 
16 Conn, Mutual ......... 888,351,140 40 Bacific Mutual 5 95 Atlantic Life .......... 44 United Ins. ........... 66,394,025 
17 Provident Mutual ..... 673,339,132 4) kansas City Life r 5 96 Ohio State ....... is 45 Crown Life ........... 165,571,855 
18 Union Central ......... 658,198,339 45 Gonfederation Life .... 882.597.703 97 Midland Mutual .. 46 U. S. Life.............. 164,097,435 
19 Bankers, Iowa ........ 574,377,484 43 United Benefit ........ 844,945,086 98 Provident L. & A.. 47 Confederation Life .... 13808er4 
20 Phoenix Mutual ....... 572,607,903 44 Continental Assur. .... 819,116,910 99 Northern, Seattle 48 Minn. Mutual ......... 
21 Lincoln National ...... 508,406,950 45 Southwestern Life And 789,430,183 100 Western Life ......... 49 Home Beneficial 
22 National Life, Vt...... Sexcitvae 46 Crown Life .......:... 767,585,002 INSURANCE PAID FOR a ee Meee 
so Western & Southern... 460,747,753 (47 No Ww. National........ 767,017,586 ’ ” ’ ES ily re 
24 Equitable, Iowa ....... 450,108,988 48 Oid Republic Credit. 746,545,485 (Including amount issued, reinsured, 52 Business Men's ........ 
25 Manufacturers 449,783,836 49 Fidelity Mutual ....... 705,032,485 revived, increased and additions to 53 Cal.-West. States 
26 Pacific Mutual .. - 417,180,522 50 Life of Virginia......: 627,498,086 policies by dividends) 54 Farm Bureau ......... 
27 State Mutual 935,940 51 Minn. Mutual ......... 584,863,114 55 Mutual Life, Can....... 
28 Great-West ........... 3,791,937 53 North Amer., Can. ..... 561,280,388 1 Metropolitan .......... 4,540,017,281 56 Acacia Nye al maersist heed 
29 Canada Life .......... 9,287,616 63 Imperial .............. 560,118,518 OD PTMAOi Al 6 5/o.5o0is «s-058s 4:037,000,210 57 Home Life, N. Be see ssale 
30 National L. & 247,752 54 Cal.-West. States ..... 543,180,832 3 Equitable, New York... 1,870,274,283 58 Union Central ......... 
31 Mutual Life, Can ‘860,601 55 Ohio National ........ 505,036,891 4 John Hancock ........ 1/622:487,078 59 Jefferson Std. ......... 
32 London Life .......... 374,980,299 Fe Business Men’s 503,428,314 5 Aetna ........esccee ees 1,502,440,546 60 National Life, id chs 
33 Amer. National ....... 364,158,407 57 Southland Life ... Ss 86s eon 1,224'853,127 61 Interstate L. & A 
34 Teachers Ins. & Ann.. 330,233,578 58 Great Southern .... 496,504,561 7 New York Life.....1.: 913,436,288 62 Pilot ......... \piaresh ea 27,657 
35 Reliance Life ......... 318,100,781 59 American United 487,383,943 8 Conn, General ......... 769,335,701 63 Southwestern Life .... 121,207,090 
} Guardian... ss. esse 316,934,406 60 N. A. Reassurance...... 484,528,100 9 Lincoln National ...... 756,565,889 64 Liberty ............... 120,453,003 
Occidental, Cal. ....... soeecwese § €1 Country Lafe ........; 478,797,961 10 Occidental, Cal. ....... 753,602,217 65 Pan-American ........ 116,198,390 
38 Jefferson Std. ......... soe. tytsse | 63 State Farm .........-. 466,277,638 11 National L. & A........ 705,017,632 66 Guardian ............. igi 
39 Life of Virginia....... 277,956,902 ¢3 Farm Bureau ......... 445,953,781 12 Old Republic Gredii: ... 649,888,669 67 Provident Mutual ..... 5,856, 26 
40 Confederation Life 257,858,497 64 Pan-American .......- 444,786,243 13 Sun, Can. ............. 582,300,975 68 Equitable, Iowa ...... 113,431,026 
41 Fidelity Mutual ....... 253,957,784 65 Dominion Life ........ 432,352,495 14 Continental Assur. .... 459,221,812 69 Security L. & T......... rate 
42 Kansas City Life...... 28 eres! 666 General American ..... 430,575,174 15 N. W. Mutual......... 452,604,599 70 N. A. Reassurance..... 329,100 
43 Home Life, New York.. 253,050,074 ¢7 Mutual Trust ......... 412,634,757 16 Amer. National ....... 444075,390 71 Commonwealth Life ... 111,477,244 
44 Southwestern Life .... 245,641,717 68 Berkshire Life ....... 397,336,429 17 Life of Georgia........ 410,925,382 72 State Farm ........... 109,083,048 
45 Acacia Mutual ....... 243,528,598 ¢9 Savings Bank, Mass. .. 381,159,667 18 Mass. Mutual ......... 358,760,445 73 Peoples, D. C........... 108,789,427 
46 N. W. National........ sol ais'a74 70 Washington Natl. ..... 353,591,838 19 New England Mutual... 336,342,231 74 Pyramid, N. C. ........ 108,561,643 
a Wee ne Sees) fe ees Me. WL. css 343,590,026 20 London Life .......... 12,125,846 75 Union Labor -.....0 0. 105,846,810 
S aaa crs VO ada 7 7 i ne 337,926,897 21 Franklin Life ......... ,728,893 76 Southland Life ........ TSH 
49 General American ..... SSC eee ree Sa eeneenmenene 2460. ....... Sena : 77 North Amer., Can...... 103,834,866 
50 Imperial, Can. ......... 176,874,628 73 Columbian Natl. ...... 325,381,439 22 Independent L. & A.... 301,660,071 i ak ae 100°845,205 
51 United Benefit ......!! 157,477,723 79 State Capital, N. Cr..... 95,744,647 
52 North Amer., Can. ..... 155,965,041 80 General American ..... 95,480,574 
53 Southland Life ........ 155,763,338 81 Reliance Life ......... 95,478,530 
Ro og ee ree 148,719,432 82 Kansas City Life...... 92,929,170 
55 Washington Nat'l. ..... 146,459,109 83 “World Ins. ....0. cscs 89,931,423 
SO Mink. Meatual .......0% 138,465,958 84 Bankers L. & C......... 89,909,688 
57 Life & Casualty....... 133,913,360 85 Quaker City .......... 88,639,780 
58 Berkshire Life ....... 131,972,121 86 Imperial .......6 66-4050 85,598,679 
59 Calif-West. States ° 127,335,863 87 American United 83,211,898 
60 Mutual Trust .......... 126,965,952 E TH 88 Republic National 83'185,865 
61 Monumental Life ..... retest 89 Monumental Life ...... eH gt 
62 Pan-American ........ 24,715,215 . 90 Ohio National ......... 78,907,825 
63 Great Southern ........ 124,310,465 91 National Reserve ...... 77,150,863 
64 Ohio National ........ 119,350,263 92 Great Southern ....... 76,380,741 
65 Central, Iowa ........ 115,844,150 93 Mutual Savings ....... 76,050,582 
66 Liberty National ...... 109,188,634 94 Fidelity Mutual ....... 75,849,792 
67 Dominion Life ........ 108,228,206 95 Union Mutual ......... 72,014,730 
68 Business Men’s ........ 99,277,130 96 Carolina Life ......... 68,968,494 
69 Colnnehian OS Rea He phe ged: 97 Ky. Central L. & A..... bigeye 
70 American United ...... 54,948,615 Gents Be. sos. 923, 
71 Savings Bank, Mase. x +3 4g eee O F d A h d 99 eoetes Life oS ictes Ete 
72 Columbus Mutual ..... t t Selom Tats . occ ccce y F 
[Signa eae 89,096,875 u ront an ea 100 Dom 
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77 Commonweaith Life 21. 76°170'249 Figures released by the Kentucky Department 1 Metropolitan Life ....- 1:474,976,703 
78 Feacentos  Wetual eee ake ot ance show that last year, as in years past, Common- 2 Prudential .......+.. + lL peeae 
79 Indianapolis Life ...... 71,757,¢ ’ : : ¥ : e 3 Equitable, New York. 727,003, 
80 Midland Mutual °°. ||. 1439) wealth Life was the greatest producer of all life com | jo. ee aggre 072 
81 Country Life ......... 71,162,5¢ ies ing i : 5 New York Life......... 3 
82 Continental Amer. .... 71,068,3% panies operating in the state CMOtNG TALC < o say ode <:<:0:0 358,613,258 
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89 Life of Georgia ....... 66,757,95 of 13 New England Mutual.. 116,390,95 
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SS Ohib Btate «4c... +0. 50,124,2 And Commonwealth’s total sales of ordinary and weekly 7 tani «af, 86,000,227 
94 Equitable, D. C. ....... ; , . | 18 Lincoln National ...... 85,426, 
ee ne 5 premiums were 127% greater than the total produced Lop, ction ge 79757648 
96 Sun, Md. ..........02-. 59,010,060 by the second leading company. 20 Western & Southern... 73,358,281 
97 oy heme eer err. ys 5 tek: : 21 Amer. National ....... Hr 1231, 1733 
98 Liberty ..........+.0.. 57,154,05 22 Bankers, Iowa ........ 6 
99 Republic National ..... 54,704,574 ’ ; Te 23 Continental Assur. .... 59,757,399 
16 Seasierinn wie, |S 32'936'852 In fact, Commonwealth’s record in these three classi tm re 23'343°079 
Sseete niet iene fications is greater than the total of the next two leading 25 Manufacturers ........ 57,459,332 
CRE ARY tN FORCE 26 Pacific Mutual (....!!: 53,314,091 
(Excluding group) companies combined. 27 Great-West ........... 52,430,203 
‘ 49 
Metropolitan .......... 23,188,122,756 df oo sols sie aa 49,770,496 
2 Prudential 21,841,987,042 29 National Life, Vt....... 800, 
® No ioe EE dated eae 10°91 501" INSURANCE IN FORCE, May 1, 1952 — $561,421,254 30 Phoenix Mutual ....... 46,791,393 
3 New York Life........ 10,918,501,109 +1 Saeko Nati 45,659,125 
4 Equitable, N. Y........ 8,260,798,036 32 Provident L. & A....... 45,138,998 
5 John eae 6,880,577,345 33 State Mutual SC ats 43,688,071 
S + hale ° al rads 4515 723529 34 Franklin Life fe ed ie: eae 43,070,042 
3 Lincoin Nati 022'951'84 35 Provident Mutual -...: 42,477,234 
8 Lincoln National ...... 4,022,951,840 36 Union Central 42'170,365 
Bee er ae 3,934,387,813 4 bn Cz d T “SS alee 41,619,147 
10 i SOE 8 6 ook) cats 3,547,986,957 rd 37 RAAB SER O = © 5450 e'*}e'212\4-* 40,785,043 
11 Mass. Mutual ......7 2! 3,184,904.699 f € MSUVANCE OM [474 38 United Benefit ........ 40,785,043 
12 New England Mutual... 3,134,502,996 39 Life of Georgia Rie eye ’ 55670 
13 stutuns, monekt ia oki halal 3,098,126,726 HOME OFFICE LOUISVILLE, KY 40 ial aye neg See Hers 
14 Penn Mutua :382,5 e a 41 Equitable, Iowa ....... slog, 
15 Aetna Life 2,945,757,704 . 42 Confederation Life .... 36,847,808 
ape ie ES Pare se.278 43 Mutual Life, Can....... 36,513,419 
1 cecidental, Cal, ....... 1,998,139,5 by 
18 Conn. General ...//.7! 1,891,773,208 (CONTINUED ON PAGE 24) 
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TURN TO “NEGLECTED” FIELD 





Life Actuaries Explore Possibilities 
of A. & H. Rates by Ages, Substandard 


A. W. Larsen, United Benefit Life, put 
it into words, but apparently many of 
the others present at the forum on in- 
dividual A. & H. at the western spring 
meeting of Society of Actuaries, feel 
that the life companies should and will 
develop a system of premiums by ages 
for all forms of individual A. & H. 
Somebody posed a rhetorical question, 
“How many companies would issue 
term to 65 at a flat premium between 
ages 25 and 50?” Yet this is done every 
day in A. & H., it was brought out. 
® It was predicted that a number of 

ompanies will follow Metropolitan’s 

ad in writing participating A. & H. 
There was agreement that the time 
overdue for the life companies in the 
dividual A. & H. field to check on 
uplicatigns of coverages by policy- 
olders. 

There were several humorous remarks 
o the effect that there will be more 
stability in the field because the estab- 
ished A. & H. companies have by now 
un out of experts for the companies 
ewly entering the field to lure away. 

A considerable slice of time was de- 
oted to discussing both the difficulties 
nd the necessities of developing sub- 
— underwriting for personal A. 








































ant Experience Pooled 


Mention was made of the desirability 

of pooling individual A. & H. experi- 

ence through Society of Actuaries in 

order to gain a better statistical founda- 

tion for the rapidly growing A. & H. 
structure. 

These and many other matters were 

discussed by a panel comprising J. H. 

Miller, Monarch Life, chairman; R. F. 


Killion, Metropolitan; Mr. Larsen, H. 


R. Lawson, Massachusetts Protective; 
M. D. Miller, Equitable Society; H. R. 
Roberts, Connectigut General and J. E. 
Taylor, National L. & A. The A. & H. 
forum was a new feature at an actuarial 
meeting. 

Chairman Miller characterized indi- 
vidual A. & H. as an area which the 
actuarial profession has largely neglect- 
ed. He made the point that A. & H. 
as a subject for experimentation and re- 
search produces quick results due to the 
high claim frequency and the absence 
of any pronounced or extended selec- 
tion. By comparison, life insurance re- 
quires a large body of exposures and a 
considerable period of time to develop 
significant results. He emphasized that 
new drugs and methods have introduced 
costs that have not been adequately al- 
lowed for and that the important third 
party of the physician or other provider 
of service has entered the A. & H. pic- 
ture. 


SUBSTANDARD 


Mr. Killion said that the use of an 
exclusion rider, which excludes from 
coverage losses due to existing impair- 
ments, is not entirely satisfactory as a 
method of writing substandard personal 
A. & H. While it does permit issuance 
to an applicant who would otherwise 
not be able to obtain any insurance, he 
has a policy which will not cover him 
for the loss most likely to occur. Mr. 
Killion opined that the proper solution 
would probably provide for issuance of 
coverage at the appropriate premium 
without an exclusion. The use of extra 
premiums to offer full coverage is appar- 

(CONTINUED ON PAGE 23) 
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Declares Korea Action ‘War 


in War Clause Litigation 


WASHINGTON—The Korean cn- 
flict “certainly is a shooting war,” Judge 
Malloy of municipal court declared in 
dismissing the suit of Ethel L. Gray, 
Woodbridge, Va., against Southern Aid 
Life for $345 in benefits under its policy, 
due to the death of Cpl. Woodrow R. 
Gray of wounds received in Korean 
combat. The policy contained a war 
clause exempting the company from 
paying death benefits “if death shall re- 
sult from military or naval service in 














In the Underwriting Department where submitted 
applications are physically converted into policies this 
man was the head of the policy writing division. He 
kept in stock properly arranged shelf after shelf of 
completely printed policies or page after page to be 
compiled into policy contracts. He selected a policy or 
put one together and filled in the blank spaces until he 
had a document tailored to the individual need. It was 
his workshop and he trained the men and women how 
to work in it. 


At various times through the years that policy might 
come back to be rewritten. He dipped into his files and 
he could fit the rewrite to the requirements of any year 
in the past. The policies with his splendid Spencerian 
fill-ins went out to the underwriters and so into the 
safety boxes of thousands of American families. 


The division’s work of today is dependent upon the 
methods and the care with which he performed his work 
years ago. No man in that group begins today’s work 
from scratch. He labors in a workshop planned and 
tooled by this man and the workshop is kept stocked 
and occasionally rearranged upon the sound lines laid 
down by his predecessor. 





THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 
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time of war.” 





Fluegelman Heads 


New Committee on 
Group of N.A.L.U. 


Will Assemble at 
N.A.LC. Meeting 
in Chicago, June 22 


A special committee on group insur- 
ance has been appointed by National 
Assn. of Life Underwriters. This action 
was authorized by the N.A.L.U. board 
of trustees at the mid-year meeting The 
committee is to study trends in group 
and “review the situation relating to 
limits, qualifications and types of group 
life insurance coverage, with particular 
consideration to the welfare and in- 
terests of the insuring public.” 

Likewise, on the recommendation of 
N.A.L.U.’s committee on state law and 
legislation, and with the approval of 
the board of trustees, an invitation has 
been extended to Life Insurance Asso- 
ciation and to American Life Conven- 
tion to appoint paralleling committees, 
or a joint committee, to meet with the 
N.A.L.U. committee for the purpose of 
reviewing present developments. 


Membership of Committee 


Chairman of the new N.A.L.U. com- 
mittee is David B. Fluegelman, North- 
western Mutual, New York, vice-pres- 
ident of the association. Other members 
are F. Leroy Garrabrant, New York 
Life, Asbury Park, past trustee; Robert 
C. Gilmore, Jr., Mutual Benefit, Bridge- 
port, trustee; Philip D. Hobbs, Equit- 
able Society, Chicago, past president; 
Spencer L. McCarty, Provident Mutual, 
Albany, chairman of the N.A.L.U. com- 
mittee on compensation; Robert R. Reno, 
Jr., Equitable Society, Chicago, chair- 
man .of the committee on law and 
legislation; Ralph H. Rice, Jr., Pruden- 
tial, Philadelphia, and E. Dale Shep- 
herd, Jr., Connecticut Mutual, Houston. 

The new committee is scheduled to 
hold its organizational meeting in Chi- 
cago on June 22, at the time of the an- 
nual summer meeting of the National 
Assn. of Insurance Commissioners. It 
is hoped that a meeting with repre- 
sentatives of the company organizations 
can be effected at Chicago. 





Summer Fellowships Plan 


for College Teachers Set 


NEW YORK—In continuing their 
efforts to improve the teaching of in- 
surance at the college level, 11 life com- 
panies and 13 fire casualty insurers will 
be hosts this summer to 24 teachers 
studying under a jointly-sponsored fel- 
lowship program. 

J. Ackerman, University of Connec- 
ticut, is chairman of a_ coordinating 
committee of insurers and American 
Assn. of University Teachers of Insur- 
ance. The fellowships embrace individ- 
ual courses of study ranging from four 
to six weeks at 24 insurance home of- 
fices. Objective of the program is im- 
proved college teaching of insurance 
subjects. 





New NSLI Appropriation 


WASHINGTON — The third sup- 
plemental appropriations act provides 
$50,000,000 for extra-hazardous deaths 
under the National Service Life act, 
$2,300,000 for servicemen’s indemnity 
claims, $60,000,000 for compensation and 
pension payments. Veterans adminis- 
tration said funds to pay servicemen’s 
indemnity claims had been exhausted 
since late April, when 7,553 claims had 
been approved for monthly payments. 
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ife Companies’ Rankings for 1951 
hown Under Five Classifications 


Company rankings in four more cate- 
gories will be published next week. 


ASSETS 
Metropolitan Life ..... 10,900,906,184 
ne errr 9,536,879,646 
Equitable, New York... 6,094 77 
OW TOP TAlO «6. i203 5, 
John Hancock ........ 3,240,065,1 
Pn We BEBCURL. occ cccces 7 904,82 
DEMERS EEO cccacesdces 2,196,424, 
SON 5s so-0 b-0:6:80. 0 2,100,476,25 
PIR EO: oo 6 0d 05:00 08% 1,975,357,74 
a, SAG. cevecsvves 1,666,026,018 
PEROE, BEUEGRL ....y:0:20.0 1,471,§ 5 
Mutual Benefit ........ 1,358,383,260 
POM PEUCURL 450000000 1,344,779,291 
New England Mutual... 1,254,447,264 
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Conn. Mutual ....cecee 
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Union Contral .....»cce 
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Phoenix Mutual ....... 
Lincoln National ...... 
National Life, Vt...... 
Western & Southern... 
Equitable, Iowa ....... 
Manufacturers ........ 
Pacific Mutual ........ 
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Greate West ccccccscoes 
aT Ee ee 
National fs, & A... ss.s. 
Mutual Life, Can...... 
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Amer. National ....... 
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Occidental, Cal. ....... 
SOmOrnOn Sta. 42.5. 3006 
Life of Virginia....... 
Confederation Life .... 
Fidelity Mutual ....... 
Kansas City Life...... 
Home Life, New York.. 
Southwestern Life 

Acacia Mutual ab 
SS AS. See 
Continental Assur. 
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General American ..... 
POOFIRL, COR. occ ccsvee 
United Benefit ........ 
North Amer., Can. ..... 
Southland Life ........ 
oi) We» Le 
Washington Nat'l. ..... 
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56 Minn. Mutual ......... 


Life & Casualty....... 
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PEUEORS TLUSE once s os sss 
Monumental Life ..... 
Pan-American ........ 
Great Southern ........ 
Ohio National ........ 
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fh Liberty National ...... 


7 Dominion Life ........ 
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Columbian Natl. ...... 
American United ...... 
Savings Bank, Mass. 
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Central Standard ...... 
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’ Guarantee Mutual 
Indianapolis Life ...... 
Midland Mutual ...... 
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Republic National ..... 
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ORDINARY IN FORCE 


(Excluding group) 
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Metropolitan ..........23,188,122,756 
ay... Ra 21,841,987,042 
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Equitable, N. Y........ 8,260,798.036 
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AA fe OS Sea 6,560,726,220 
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Lincoln National ...... 4,022,951,840 
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a. Beer ee 1,476,238,549 74 Life & Casualty ....... 
Union Contral .. <<... 1,458,435,427 MOMMLE | . 5s Rae eee ws Ae Rae 
Provident Mutual, Pa.. 1,447,566,452 76 Bankers, Neb. ......... 
SS Se Se 1,316,248,138 77 Commonwealth Life 
Manufacturers ........ 1,302,236,745 78 Republic National * 
GPORES WOR cccceessves 1,288,286,243 79 Columbus Mutual ..... 
National Life, Vt...... 1,220,252,641 80 Guarantee Mutual 
5 Phoenix Mutual ....... 1,167,401,427 81 Central Standard ..... 
7 Equitable, Ia. ......... 1,161,541,991 BE MOGMIOT hc cacccecsvc 
Western & Southern... 1,154,102,326 83 Manhattan Life ....... 
ee i er 1,153,169,694 84 Security L. & T........ 
Mutual Life, Can.:....... 1,152,937,454 85 Security Mutual, N. Y.. 
Acacia Mutual ........ 1,126,208,204 es | aS isa sie ere are 
2 National i. &.A....0+.«. 1,106,254,376 87 Indianapolis Life ..... 
Franklin Life ...2..¢.° 1,082,913,664 88 Continental Amer. ..... 
MATIOMRL ~ .\.5.<<0 5 1,077,136,654 89 Union Mutual ......... 
5 aman TAO. on sccisccsind 1,049,978,031 90 Beneficial Life ........ 
Semeraon Bta. ..060200% 1,038,906,186 91 Lutheran Mutual ...... 
Reliance Life ......... 1,018,048,756 92 Liberty National ...... 
Home Life, N. Y....... 964,174,844 93 Paul Revere .........- 
se Re 963,488,008 94 U. S. Life...........--. 
Pacific Mutual ........ 951.854, 755 OG -ASIARTIC BATS ci cicacccss 
MReansas City tife...... 890,266,330 96 Ohio State .......cc.0- 
Confederation Life .... 882,597,703 97 Midland Mutual 
United Benefit ........ 844,945,086 98 Provident L. & A 
Continental Assur. 819,116,910 99 Northern, Seattle ...... 


5 Southwestern Life |... 789,430,183 100 Western Life ......... 
CROW BALO ceccccuscns 767,585,002 INSURANCE PAID FOR 


National........ 767,017,586 


Oid Republic Credit.:: 746,545,485 (Including amount issued, 





Fidelity Mutual ....... 705,032,485 revived, increased and additions to 
Life of Virginia....... 627,498,086 policies by dividends) 
Minn. Mutual ......... 584,863,114 
2 North Amer., Can. ..... 561,280,388 1 Metropolitan .......... 
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Southern $ ’ 7 New York Life........ 
American United ...... 487,383,943 8 Conn. General ......... 
Y. A, Reassurance...... 484,528,100 9 Lincoln National ...... 
Coumtry TATE ..cccesee 478,797,961 10 Occidental, Cal. ....... 
State PArmM ..ccccccsee 466,277,638 at Matinnal eute ohe is oc. 
Parm Bureau. ..resv.as 445,953,781 12 Old Republic Credit. 
Pan-American .......- 444,786,243 TSGGuRI ROAM Cee cok oe es 
5 Dominion Life ........ 432,352,495 14 Continental Assur. 
General American ..... 430,575,174 15 N. W. BMutual......-..».. 
7 Mutual Trast os c.cciesios 412,634,757 16 Amer. National ....... 
Berkshire Life ....... 397,336,429 17 Life of Georgia........ 
Savings Bank, Mass. .. 381,159,667 18 Mass. Mutual .....-.s. 
Washington Natl. ..... 353,591,838 19 New England Mutual... 
es A ae 343,590,026 20 London Life .......... 
Monumental Life ...... 337,926,897 21 Franklin Life .-.<<....<«. 
Columbian Natl. ...... 325,381,439 22 Independent L. & A.... 


<The 
COMMONWEALTH 
Commentary 


Out Front and Ahead 


Figures released by the Kentucky Department of Insur- 
ance show that last year, as in years past, Common- 
wealth Life was the greatest producer of all life com- 
panies operating in the state. 


A breakdown reveals that Commonwealth’s ordinary 
sales were 56% greater than those of its closest com- 
petitor. Commonwealth’s weekly premium sales were 
81% greater than those of the next leading producer. 


And Commonwealth’s total sales of ordinary and weekly 
premiums were 127% greater than the total produced 
by the second hailing company. 


In fact, Commonwealth’s record in these three classi- 
fications is greater than the total of the next two leading 
companies combined. 
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Home Beneficial ...... 154,179,304 
United Benefit ........ 147,297, ,869 

51 N. . Mational........ 137, 711, 645 
52 Business Men’s ........ 136, 833, 5716 
5s States ..... 136, 049,252 
Farm Bureau ......... 134,505,974 
Mutual Life, Can....... 133,762,542 
Acacia Mutual ........ 133,246,118 
Home Life, N. Y........ 132,808,216 
Union Central ......... 131,679,240 
EIN 130,578,014 
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Ohio National ......... 78,907,823 
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N.: W.. Mutual. ...5 2.00% 240,542,705 
5? WORM 5.6 aie Saledic 177,214,931 
Conn, General ......... 156,916,889 
ete) eas 137,577,782 

Mutual: oc. .eee 117,971,479 
England Mutual.. 116,390,950 

1 ee eee 108,972,492 

eWay ahevecaiste 88,946, "140 

MG. oor 86,345, 286 
Sree 86,000,227 

Lincoln National ...... 85,426,896 
Conn. Mutual ......... 79,757, "648 
Western & Southern. 73,358,281 
A National ....... 68, 221, 733 
LC, ee 64,076, 504 

; 59,757,399 

: : 58,343,079 

5 Manufacturers ........ 57,459,332 
Pacific Mutual ........ 53,314,091 


EP ae oe Sate 49,770,496 

National Life, Vt....... 46,800,761 
30 Phoenix Mutual ....... 46,791,393 
Washington Nat’l ..... 45,659,125 
Provident L. & A....... 45,138,998 
Sasa cache es ere 43,688,071 

Franklin Life ......... 43,070,042 
35 Provident Mutual ..... 42,477,234 
§ Union Central ......... 42,170,365 
7C PE Seen ee 41,619,147 
United Benefit ........ 40,785,043 
Life of Georgia........ 40,289,402 
Life of Virginia....... 39,155,670 
Equitable, Iowa ....... 37,132,076 
Confederation Life .... 36,847,808 
Mutual Life, Can....... 36,513,419 


(CONTINUED ON PAGE 24) 
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Declares Korea Action "War 
in War Clause Litigation 


WASHINGTON—The Korean _ con- 
flict “certainly is a shooting war,” Judge 
Malloy of municipal court declared in 
dismissing the suit of Ethel L. Gray, 
Woodbridge, Va., against Southern Aid 
Life for $345-in benefits under its policy, 
due to the death of Cpl. Woodrow R 
Gray of wounds received in Korean 
combat. The policy contained a war 
clause exempting the company from 
paying death benefits “if death shall re- 
sult from military or naval service in 
time of war.” 
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TURN TO “NEGLECTED” FIELD 





Life Actuaries Explore Possibilities 
of A. & H. Rates by Ages, Substandard 


A. W. Larsen, United Benefit Life, put 
it into words, but apparently many of 
the others present at the forum on in- 
dividual A. & H. at the western spring 
meeting of Society of Actuaries, feel 
that the life companies should and will 
develop a system of premiums by ages 
or all forms of individual A. & H. 
Somebody posed a rhetorical question, 
‘How many companies would issue 
erm to 65 at a flat premium between 
hges 25 and 50?” Yet this is done every 
Hay in A. & H., it was brought out. 

It was predicted that a number of 
ompanies will follow Metropolitan’s 
ead in writing participating A. & H. 

There was agreement that the time 
B overdue for the life companies in the 

dividual A. & H. field to check on 
duplications of coverages by policy- 
olders. 

There were several humorous remarks 
o the effect that there will be more 
btability in the field because the estab- 
ished A. & H. companies have by now 
un out of experts for the companies 
ewly entering the field to lure away. 

A considerable slice of time was de- 
oted to discussing both the difficulties 
and the necessities of developing sub- 
a underwriting for personal A. 
QO . 


ant Experience Pooled 


Mention was made of the desirability 
of pooling individual A. & H. experi- 
ence through Society of Actuaries in 
order to gain a better statistical founda- 
tion for the rapidly growing A. & H. 
structure. 

These and many other matters were 
discussed by a panel comprising J. H. 
Miller, Monarch Life, chairman; R. F. 
Killion, Metropolitan; Mr. Larsen, H. 


R. Lawson, Massachusetts Protective; 
M. D. Miller, Equitable Society; H. R. 
Roberts, Connectigut General and J. E. 
Taylor, National L. & A. The A. & H. 
forum was a new feature at an actuarial 
meeting. 

Chairman Miller characterized indi- 
vidual A. & H. as an area which the 
actuarial profession has largely neglect- 
ed. He made the point that A. & H. 
as a subject for experimentation and re- 
search produces quick results due to the 
high claim frequency and the absence 
of any pronounced or extended selec- 
tion. By comparison, life insurance re- 
quires a large body of exposures and a 
considerable period of time to develop 
significant results. He emphasized that 
new drugs and methods have introduced 
costs that have not been adequately al- 
lowed for and that the important third 
party of the physician or other provider 
of service has entered the A. & H. pic- 
ture. 


SUBSTANDARD 


Mr. Killion said that the use of an 
exclusion rider, which excludes from 
coverage losses due to existing impair- 
ments, is not entirely satisfactory as a 
method of writing substandard personal 
A. & H. While it does permit issuance 
to an applicant who would otherwise 
not be able to obtain any insurance, he 
has a policy which will not cover him 
for the loss most likely to occur. Mr. 
Killion opined that the proper solution 
would probably provide for issuance of 
coverage at the appropriate premium 
without an exclusion. The use of extra 
premiums to offer full coverage is appar- 

(CONTINUED ON PAGE 23) 

















to work in it. 


At various times through the years that policy might 
come back to be rewritten. He dipped into his files and 
he could fit the rewrite to the requirements of any year 
in the past. The policies with his splendid Spencerian 
fill-ins went out to the underwriters and so into the 
safety boxes of thousands of American families. 


The division’s work of today is dependent upon the 
methods and the care with which he performed his work 
years ago. No man in that group begins today’s work 
from scratch. He labors in a workshop planned and 
tooled by this man and the workshop is kept stocked 
and occasionally rearranged upon the sound lines laid 


down by his predecessor. 








The Workshop 


In the Underwriting Department where submitted 
applications are physically converted into policies this 
man was the head of the policy writing division. He 
kept in stock properly arranged shelf after shelf of 
completely printed policies or page after page to be 
compiled into policy contracts. He selected a policy or 
put one together and filled in the blank spaces until he 
had a document tailored to the individual need. It was 
his workshop and he trained the men and women how 


THE PENN MUTUAL LIFE INSURANCE CO. 
a 
INDEPENDENCE SQUARE, PHILADELPHIA 














Fluegelman Heads 
New Committee on 
Group of N.A.L.U. 


Will Assemble at 
N.A.1L.C. Meeting 
in Chicago, June 22 


A special committee on group insur- 
ance has been appointed by National 
Assn. of Life Underwriters. This action 
was authorized by the N.A.L.U. board 
of trustees at the mid-year meeting The 
committee is to study trends in group 
and “review the situation relating to 
limits, qualifications and types of group 
life insurance coverage, with particular 
consideration to the welfare and _ in- 
terests of the insuring public.” 

Likewise, on the recommendation of 
N.A.L.U.’s committee on state law and 
legislation, and with the approval of 
the board of trustees, an invitation has 
been extended to Life Insurance Asso- 
ciation and to American Life Conven- 
tion to appoint paralleling committees, 
or a joint committee, to meet with the 
N.A.L.U. committee for the purpose of 
reviewing present developments. 


Membership of Committee 


Chairman of the new N.A.L.U. com- 
mittee is David B. Fluegelman, North- 
western Mutual, New York, vice-pres- 
ident of the association. Other members 
are F. Leroy Garrabrant, New York 
Life, Asbury Park, past trustee; Robert 
C. Gilmore, Jr., Mutual Benefit, Bridge- 
port, trustee; Philip D. Hobbs, Equit- 
able Society, Chicago, past president; 
Spencer L. McCarty, Provident Mutual, 
Albany, chairman of the N.A.L.U. com- 
mittee on compensation; Robert R. Reno, 
Jr., Equitable Society, Chicago, chair- 
man of the committee on law and 
legislation; Ralph H. Rice, Jr., Pruden- 
tial, Philadelphia, and E. Dale Shep- 
herd, Jr., Connecticut Mutual, Houston. 

The new committee is scheduled to 
hold its organizational meeting in Chi- 
cago on June 22, at the time of the an- 
nual summer meeting of the National 
Assn. of Insurance Commissioners. It 
is hoped that a meeting with repre- 
sentatives of the company organizations 
can be effected at Chicago. 


Summer Fellowships Plan 
for College Teachers Set 


NEW YORK—In continuing their 
efforts to improve the teaching of in- 
surance at the college level, 11 life com- 
panies and 13 fire casualty insurers will 
be hosts this summer to 24 teachers 
studying under a jointly-sponsored fel- 
lowship program. 

L. J. Ackerman, University of Connec- 
ticut, is chairman of a _ coordinating 
committee of insurers and American 
Assn. of University Teachers of Insur- 
ance. The fellowships embrace individ- 
ual courses of study ranging from four 
to six weeks at 24 insurance home of- 
fices. Objective of the program is im- 
proved college teaching of insurance 
subjects. 






New NSLI Appropriation 


WASHINGTON — The third sup- 
plemental appropriations act provides 
$50,000,000 for extra-hazardous deaths 
under the National Service Life act, 
$2,300,000 for servicemen’s indemnity 
claims, $60,000,000 for compensation and 
pension payments. Veterans adminis- 
tration said funds to pay servicemen’s 
indemnity claims had been exhausted 
since late April, when 7,553 claims had 
been approved for monthly payments. 
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“SELL THE EXAMINATION” 





Trust Man Tells How Cooperation 
with Agents Can Be Made to Work 


By ROBERT B. MITCHELL 


NEW YORK—How’s this for co- 
operation between a trust officer and 
life insurance agents: 65% of a bank’s 
1951 volume of “will designations” 


brought in by life agents, while addi- 
tional life insurance bought by the 
bank’s trust department clients at its 


suggestion increased their estates by an 
average of almost 50%. This often meant 
an increase of five to 10 times in the 
client’s life insurance holdings. 

That’s the record of Warren H. Eier- 
man, who recently came to New York 
as assistant vice-president of the Han- 
over Bank. Mr. Eierman did this out- 
standing job as trust officer of the Union 
National Bank of Clarksburg, W. Va., 
in less than four years. His work at- 
tracted the attention of Vice-president 
Fred P. McKenzie of the Hanover Bank, 


who himself is widely known among 
life insurance men, having been execu- 
tive manager of the New York City 
Life Underwriters Assn. years ago. 

The secret of Mr. Eierman’s method 
can be stated in three words: ‘Sell the 
examination.” For the idea, he gives 
credit to Maynard Conklin, estate plan- 
ning expert of the Champion Fibre Pa- 
per Co., who addressed an annual con- 
ference in New York City sponsored by 
the Hanover Bank in February, 1950. 
Mr. Conklin, formerly a trust officer in 
Cincinnati's Fifth-Third Union Trust 
Co., said that the average trust officer 
who thinks he is cooperating with life 
agents finds a need for added liquidity 
in an estate and tells the client he had 
better get in touch with his life agent 
and let him fix up some additional life 
insurance. But usually the client does 
nothing about it. 














U.S, Ee... 
A Better Life to Live! 


America’s faith in the future and desire for world 
progress are shown by our generous aid to many 


distant countries. 
In the search for international peace and individual 


prosperity, the people of the United States are helping 
the economic recovery of many countries (1) by raising 
standards of living, (2) by enabling free nations to pro- 
tect their independence, and (3) by assisting individuals 
to protect their liberty. By helping others we help our- 
selves make U. S. Life... A Better Life to Live. 


x * * 


From a single source United States Life offers a comprehen- 
sive portfolio of insurance plans... a full line of life policies 

. complete Group insurance coverage including welfare 
plans for employees and unions . . . special group plans for 
small firms . . . Accident, Health, and Hospitalization cover- 


age for every disability need. 
The 
United States Life 


INSURANCE COMPANY 


In the City of New York 
84 William Street, 
New York 38, N.Y. 





After hearing Mr. Conklin, Mr. Eier- 
man went back to Clarksburg and when 
he found a need for liquidity he would 
talk to clients something like this: “Wg@q 
have an obligation to handle every as 
pect of your estate. It’s up to us tq 
handle the problem, not just pass th 
buck by saying, ‘See your agent some 
time about life insurance.’ The answe 
for your situation is life insurance—i 
it’s available. Let’s find out if it’s avai 
able to you. There’s no sense in plat 
ning your estate and not knowing whet 
er the answer is going to be availabl 
So, let’s find out now. What is the na 
of your life underwriter? I'll make a 
appointment through him for you to tak¢ 
a physical examination.” 


Gets the Company Committed 


Mr. Eierman would tell the clien 
not to pay any attention to the amoun 
of life insurance being applied for, say 
ing, “I want to be sure that we ca 
get all we need. I want to commit the 
insurance company to issuing twice ag 
much as it seems likely at this poin 
you will actually need.” 

The effect on the agent can readil 
be imagined when Mr. Eierman would 
mention to him that he didn’t kno 
how much would be needed but he was 
applying for $100,000 and of course 
“we'll want your help on how the in- 
surance and the programming should be 
handled.” The result was that in 1951 
appreciative agents in the Clarksbur 
area originated 65% of the volume of alll 
new “will designations” received by the 
bank. 

Oddly enough, one of the difficulties 
Mr. Eierman occasionally ran into was 
getting the agent in the case to raise 
his sights. Frequently the agent would 
rather aim for what he thought was 
sure $40,000 sale than the $100,000 that 
the client really needed. Often the lesser 
amount would not have solved the sit 
uation and actually would have made 
it worse by increasing the man’s liquidit 
problem without supplying the answer 





OPTION TROUBLE 





Another occasional trouble spot wal 
an agent’s insisting on the use of op 
tions when obviously the need was ga 
ing to be for a lump sum. This M 
Eierman attributes to lack of suff 
ciently broad knowledge about esta 
problems and too much indoctrinatiq 
on the values of options without a s 
ficient appreciation of their shortco 
ings in some situations. 

Mr. Ejierman’s consistent proced 
was never to recommend one agent 
company over another, his stand bei 
that life companies in general are p 
pared to offer the same fundamen 
service for approximately the same pr 
over the long pull. His view is t 
the real difference for the custom 
comes in the superiority of an agent 
quality and ability. 

A basic point in Mr. Eierman’s co 
operation with agents was an unde 
standing with them that a trust company 
cannot be expected to accept business 
that is too small to be profitable or 
which for some other reason is going 
to work out to a loss. Mr. Eierman has 
often helped agents even when there 
was no prospect of business for the 
bank but he had to avoid doing so 
as a general thing. 

As trust officer at Clarksburg, Mr. 
Eierman did a lot of work on business 
purchase agreements, even though the 
bank could barely break even on them, 
because such work gave an unsurpassed 
entree to the man’s personal estate busi- 

(CONTINUED ON PAGE 24) 








per ur purchaser, would have to 
be distributed to the borrower or pur- 
chaser on an equitable basis or applied 
in reduction of renewal or subsequent , 
years’ premiums for the group coverage. 
It has been the general practice in this 
field to return the excess over the 
amount necessary to pay losses and ex- 
penses to the holder of the group pol- 
icy. 
Deputy Superintendent Murphy will 
conduct the hearing at the New York 
City office, 61 Broadway. 









Massachusetts Mutual Life has loaned 
$800,000, due in 1967, to Fitzsimmons 
Stores Ltd, Los Angeles. 
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Happy in My Work 


By J. W. B. 
Equitable Society Representative 






















IT’S NOT THAT my job’s a snap. I’m on the go from the time I put 
down my morning cup of coffee until I pick up the evening paper 
at night. And after that, I’m thinking about my work. After sup- 
per is when I take out the old file—and map out tomorrow’s calls. 

But even going through that file is pleasant. For example, 
I come to the name Johnson, Paul E.—and a picture comes to 





mind. It is a picture of Paul Johnson’s little manufacturing plant. LISTEN TO “THIS IS YOUR FBI”. .. official crime- 
} That’s the plant that went right on producing and paying profits prevention broadcasts from the files of the 
| even after Paul’s partner died. An Equitable Business Policy Panenet Saree, < tevengenes ~~ . anathver 


saw to that public-service contribution to his community by 


That’s just one card in my file. There are hundreds more. 
All friends of mine I’ve helped to find security as part of a day’s 
work with the Equitable Society. 

I earn my living working for the Equitable Society and I BIE 
won’t try to underestimate the importance of that. But the best Ea 
thing about it is the job I do—the people I meet and help—and THE E @ Ul TABLE 


The Equitable Society Representative. 
EVERY FRIDAY NIGHT * ABC NETWORK 














the knowledge that I’m working for a truly top notch company. LIFE ASSURANCE 
7 If ever a man was happy in his work—it’s an Equitable Rep- oO. 
to resentative like me. FERNS 
: OF THE UNITED STATES 
ie Pee. 3 
ent t One of a series of advertisements illustrating how a representative of The , 
Rie Equitable Life Assurance Society serves his community by selling life insurance. THOMAS I. PARKINSON, Presi dent 


393 Seventh Avenue, New York I, N. Y. 
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Aduaries Display | 
Awareness of Social, 
Sales Considerations 


Chicago Session 
Features Group and 
A. & H. Discussions 


Anyone who tends to regard actuaries 
as pure technicians was in for a surprise 
at the western spring meeting of Society 
of Actuaries at Chicago where an acute 
awareness of social and political consid- 
erations and considerable emphasis on 
the sales value of contracts was to be 
found in many of the remarks. This 
meeting, which was attended by more 
than 400 members, represented a depart- 
ure from customary meetings of the so- 
ciety in that a great deal more promi- 
nence was given to group insurance and 
an entire separate session was devoted 
to A. & H. insurance for the first time. 
So lively and timely were the comments 
that the A. & H. and group discussions 
are covered in two separate stories ap- 
pearing elsewhere in this edition of THE 
NATIONAL UNDERWRITER. There were no 
set speeches, few formal papers and most 
of the two days was devoted to open 
discussion. 

The increased importance of annuities 
to the companies made this topic a lead- 
ing one. 

A. N. Guertin, American Life Conven- 
tion, noted that in the nine years ending 
in 1947, the annual statements of life in- 
surance companies in the United States 


show an aggregate underwriting loss of ments to the public. The tendency in 


over $400,000,000 on individual annuities 
alone. In the succeeding years a more 
realistic attitude towards annuity pre- 
miums has produced a better result and 
the continuance of this attitude will no 
doubt produce a better experience in the 
future. 


Future Annuity Cautions 


J. W. Ritchie, Sun Life of Canada, 
said that during the period from 1921 
to 1951 consideration for annuities and 
settlement options paid to his company 
increased from 7% to 35% of the total 
premium income. He pointed out that 
in the annuity business in the future it 
will be necessary to take account of de- 
creasing mortality, the frequent assess- 
ment of interest and expense bases, the 
feasibility of participating rates, the ef- 


-fect of inflation on expense, the income 


tax and competition in so far as it ef- 
fects margins. 

W. G. Bowerman, New York Life, 
pointed out that the 30 largest U. S. 
and Canadian companies had reserves on 
annuities 39% as high as their insurance 
reserves. He cited the stock market 
crash in 1929 and social security legisla- 
tion as factors tending to influence the 
public towards the purchase of retire- 
ment annuities. The insurance industry 
has made substantial financial contribu- 
tions to the improvement of public 
health. While this is for the public good 
it has intensified the problem of inade- 
quate annuity rates. 

E. F. Estes, Bankers Life of Nebraska, 
referred to the necessity of maintaining 
contingency funds to make up the de- 
ficiencies which are sure to be experi- 
enced on policies containing guaranteed 
settlement options. Modern sales tech- 
niques emphasizing income settlements 
intensify the problem. 

W. M. Anderson, North American 
Life of Canada, expressed the opinion 
that the life companies should give 
much greater emphasis to the annuity 
section of their business in issuing state- 
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describes the relationship between 
the Company and its policyholders 


and Field Force. 


This relationship 


has been built on: 


I. 
2. 
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4. 
5. 
6. 
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A purely mutual operation. 

A General Agency foundation. 
Net level premium reserves. 
Very low net cost. 

A strong surplus. 

Flexible settlement options. 
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Write to the Agency Secretary. 
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Home Office: 135 South La Salle Street, Chicago 3, Illinois 








the past to minimize the importance of 
this phase of the business has failed to 
bring to the attention of the public that 
insurance companies are best suited to 
provide this service. 

In discussing the probable course of 
annuitant mortality, Mortimer Spiegel- 
man, Metropolitan Life, indicated that 
since 1900 there has been a substantial 
reduction in mortality rates among per- 
sons aged 65 to 84, the improvement be- 
ing more consistent and rapid in the case 
of women. Compared with both Cana- 
dian and Scandinavian countries it is 
quite evident that there is still sub- 
stantial room for reduction in mortality 
at the older ages among American men. 

W. A. Jenkins, Teachers I. & A,, 
pointed out that it was a fallacy to 
think that an increasing death rate can 
be expected at the older ages because 
the doctors are saving more and more 
weaker lives at the younger ages. Sci- 
entific advances improve the vitality of 
the whole population so that reduction 
in mortality in the later years of life is 
bound to result. 


Wants Retirement Flexibility 


L. E. Coward, Wm. Mercer Ltd., 
thought flexibility concerning retirement 
ages offered protection of a pension fund 
from the effects of improving mortality. 
Both from the employer’s viewpoint and 
in the national interest it is illogical to 
retire any man who is able and willing 
to work. 

Reference was made by B. F. Blair, 
Provident Mutual, to the possible im- 
provement in mortality by educating 
persons against dietary excesses. Dr. 
Howard B. Brown, medical director 
Massachusetts Mutual, mentioned the 
possibility of some startling results of 
the present intense research in degener- 
ative diseases which when realized will 
affect the mortality at advanced ages. 

R. A. Hohaus, Metropolitan Life, men- 
tioned that there was a tendency for 
those in poor health to retire at the 
minimum age for social security benefits, 
while the healthier individuals post- 
poned retirement until 69 or 70. The 
effect is to increase mortality in the first 
few years after 65 and to reduce it there- 
after. 





INSURER PENSIONS 





Recent changes in employe pension 
plans of 14 Canadian insurance compa- 
nies was summarized by Mr. B. R. 
Power of the Canadian Life Insurance 
Officers Assn. Six of them have made 
no substantial changes during the last 
five years, while the other eight have 
made various liberalizations such as in- 
creasing the maximum salary used as a 
base or increasing the rate of company 
contribution. H. A. Grout, John Han- 
cock and I. G. Roth, Metropolitan, re- 
ported recent revisions in the plans of 
their respective companies to adjust 
current conditions. Arthur Pedoe, Pru- 
dential of England, reported that there 
was a trend in Great Britain to base 
pensions on final salary. At the same 
time, increases have been granted to 
those already retired so that they would 
not suffer in comparison. 

The problem of trying to pay a level 
retirement benefit to agents was empha- 
sized by H. F. Rood, Lincoln National, 

. C. Guest, Massachusetts Mutual. 
Since an agent usually has a decreasing 
commission income after retirement, Mr. 
Guest suggested some plan to provide an 
increasing retirement benefit should 
prove helpful. He also emphasized the 
growing problem of transfering pension 
equities, when an employe changes em- 
ployment. Thomas Irvine, L.I.A.M.A., 
reported on a study of agents pension 
practices of 28 companies which operate 
in New York state. This showed the 
great variety of plans in existence and 
indicated that only eight companies had 
made any changes in existing plans dur- 
ing the past two years. 

W. M. Anderson explained that Cana- 
dian income tax laws encourage larger 

(CONTINUED ON PAGE 10) 


C. W. Campbell 
Named Prudential 
Vice-President 


NEWARK — Charles W. Campbel, 
whose Newark Prudential agency leq 
those of all ‘com. 
panies in 1951 jp 
the sale of individ. 
ual life insurance 
has been elected 
vice-presgj. 
dent of Prudential 

Mr. Campbel 
will be associated 
with Vice-president 
James E. Ruther- 
ford in the super. 
vision of the dis- 
trict (industrial) 
agencies and agen- 
cies service de- 
partments; Mr, Ry- 
therford has over-all direction of these 
departments. Mr. Campbell expects to 
assume his new post in October when 
the reorganization for his agency 
known as Charles W. Campbell & As. 
sociates, is completed. 


Conference’s First Chairman 





Cc. W. 


Campbell 


Mr. Campbell, who is now serving as 
the first chairman of the General Agents 
and Managers Conference of the Na- 
tional Assn. of Life Underwriters, has 
had an unusually successful career with 
Prudential since joining it in 1923 as an 
agent in Columbus, Ga. The rise has 
been highlighted by his rapid develop- 
ment of the Newark agency since he be- 
came manager in 1945. Today, it has 
more than $215 million of ordinary in- 
surance in force, making it the largest 
of Prudential’s 96 agencies and one of 
the largest among all companies, In 
addition it has more than $175 million 
group in force. From a staff in 1945 of 
37, it has grown to 150. It led all com- 
panies with sales of more than $30 mil- 
lion of ordinary in 1951. 

Mr. Campbell is a native of Columbia, 
Ala., and a Phi Beta Kappa graduate of 
the University of Alabama, class of 
1917. He began his business career in 
banking, and was a vice-president of the 
Muscogee Bank & Trust Co., Columbus, 
Ga. He was still with the bank when 
he joined Prudential. 


To Jacksonville in 1930 


He was named manager of Pruden- 
tial’s agency in Jacksonville in 1930, 
which then covered only northern Flor- 
ida. Under his direction, the agency 
expanded rapidly and soon encompassed 
all of Florida and southeastern Georgia, 
topping all Prudential agencies in paid 
ordinary for several years. 

During the second world war Mr. 
Campbell served as colonel in the adju- 
tant-general’s department. In late 1944, 
he returned to his managerial post in 
Jacksonville, remaining there until go- 
ing to Newark in 1945 as manager. His 
Newark organization won the presi- 
dent’s trophy five out of the last six 
years for leadership in all-round 7ccom- 
plishments. In the other year, he re- 
ceived a “president’s citation” as run- 
ner-up. 

A Builder of Men 


Known as a builder of men, Mr. 
Campbell in his role as manager prob- 
ably developed more important field and 
home office sales executives in Pruden- 
tial than any other official. Nearly a 
score of his “graduates” are serving 10 
important field or home office man- 
agerial posts today. bes 

He received his C.L.U. designation in 
1933, and has long been prominent 1 
affairs of the American College, of 
which he is a trustee, and in other lead- 
ing insurance organizations. These 1- 
clude the General Agents and Man- 
agers Conference, the National Assn. of 
Life Underwriters, and L.I.A.M.A. 
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Great progress has been made in 
protecting the health of children, espe- 
cially among those aged one to five. 
Since 1900, for example, the mortality 
rate for measles, whooping cough, scar- 
let fever, and diphtheria combined has 
been reduced more than 95 percent. In 
addition, methods of treatment for many 
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other illnesses have been improved so 
much that the years of childhood are 
safer today than ever before. 

As a result of these advances, doctors 
and other specialists are now working 
toward a new goal—to bring all-round 
health to every child. This means more 
than protection against disease and cor- 


During the early years, good health habits 
can be developed that may be of benefit 
throughout life. Doctors believe that if the 
child is taught to eat the essential foods, and 
if plenty of sleep, rest, relaxation, and exer- 
cise are included in the daily routine, the 
child will be more resistant to certain ill- 
nesses that occur during the growing years. 


Specialists also say that safeguards against 
communicable diseases must not be relaxed. 
Fortunately, most of the common child- 
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rection of physical defects. It includes 
equal recognition of all the factors that 
will help the child achieve a healthy 
emotional life. 

In order to give the child every oppor- 
tunity to develop and maintain all-round 
health, authorities stress the importance. 
of the suggestions given below. 


Path chit phyial ull hig 


hood diseases are under control—thanks to 
various immunizations. However, since cer- 
tain inoculations must be repeated at inter- 
vals, it is wise for parents to keep in touch 
with the doctor. In this way, the child’s 
protection can be kept up to date. 


Often a child’s health is impaired by phys- 
ical handicaps. If these are recognized early, 
it may be possible to correct them before 
they become serious. 


A child’s reactions—his fears, his resent- 
ments, his sorrows—play a vital part in his 
personality development. 


In fact, specialists generally agree that a 
healthy adjustment to life often depends on 
how the child’s emotional needs are met. 
They say that if the usual anxieties and 
conflicts of early life are dealt with patiently 
and sympathetically, the child will be better 
prepared to meet troublesome situations in 
later years in a mature way. 


Of course, all children experience some of 
the emotional problems of growth. Usually 
they do not lead to lasting trouble. If, how- 
ever, a persistent behavior problem develops, 
the help of a specialist may be advisable. 


Periodic medical check-ups are also im- 
portant in maintaining all-round health 
among very young children. These give the 
doctor a chance to detect both physical and 
emotional difficulties early, and to give treat- 
ment or advice when it will be most effective. 
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Lecture Schedule for Life Officers 
Investment Seminar at Beloit Announced Medical Section 


The full schedule of lectures to be 
given during the regular day periods 
of the 1952 Life Officers Investment 
Seminar has been announced by Mar- 
shall D. Ketchum, associate professor 
of finance at the University of Chicago, 
seminar director. It includes 51 lectures 
by 24 men. 

The seminar, now in its 11th year, 
will be held again this year at Beloit 
College, Beloit, Wis., June 16-27. As 
in previous years, it will be jointly spon- 
sored by American Life Convention— 
through its financial section—and the 
University of Chicago, through its school 
of business. Details are handled through 
a board of regents appointed from among 


member company officers of A.L.C. 
Its president, Frazar B. Wilde, also 
president of Connecticut General, is 


chairman and Julian D. Anthony, Col- 
umbian National, financial section head, 
is vice-chairman. 

The curriculum for this year is divided 
into three principal subjects, with vari- 
ous lecturers assigned to topics under 
those headings. One or more lectures 
will be given under each heading: 


I. GENERAL ECONOMIC FACTORS 
“The Analysis of Business Conditions,” 
V. Lewis Bassie, professor of economics 
and director bureau of business and eco- 
nomic research, University of Illinois; 
“The Business Outlook,” Jules I. Bogen, 
professor of finance New York Univer- 
sity; “Monetary and Credit Policies,” 
Lester V. Chandler, professor of econom- 
ics Princeton; “International Political 
and Economic Relations,” Calvin B. 
Hoover, professor of economics Duke 
University; “Saving and the American 
Capital Market,” Raymond W. Goldsmith, 
R. W. Goldsmith Associates; “Capital 
Requirements in the American Econ- 
omy,” Simon Kuznets, professor of eco- 
nomics University of Pennsylvania; 
“Trends in Agriculture,” Theodore W. 
Schultz, professor of economics Univer- 
sity of Chicago; “Trends in Labor-Man- 


agement Relations,” Richard A. Lester, 
professor of economics Princeton. 


II, REGIONAL AND TECHNOLOGICAL 
TRENDS 

“Factors Influencing Corporate In- 
vestment Decisions,’ George Terborgh, 
research director Machinery & Allied 
Products Institute; “The New Metals 
and Their Potentialities,” Reginald S. 
Dean, consulting metallurgist, Washing- 
ton, : . “Trends in the Canadian 
Economy,” J. Douglas Gibson, economist 
Bank of Nova Scotia, Toronto; “The 
U. S. S. R.,” Col. Walter Godard, Indus- 
trial College of the Armed Forces. 


Ill. CONTEMPORARY PROBLEMS OF 
INVESTMENT MANAGEMENT 


“Problems of Portfolio Management,” 
John P. Sedgwick, financial vice-presi- 
dent, State Mutual Life; “The Outlook 
for Interest Rates,” Benjamin H. Beck- 
hart, professor of banking Columbia 
University, and economic consultant 
Chase National Bank; David M. Ken- 
nedy, vice-president Continental Illinois 
National Bank & Trust Co., Chicago, and 
John Wills, vice-president Northern 
Trust Co., Chicago; “Electric Light and 
Power Securities,” Donald C. Slichter, 
vice-president Northwestern Mutual 
Life; “The Petroleum Industry,” John 
W. Boatwright, economist Standard Oil 
Co.; “The Chemical and Chemical Proc- 
ess Industries,” L. F. Marek, vice-presi- 
dent Arthur D. Little, Inc.; “The Trans- 
portation Problem,” John Slater, presi- 
dent American Export Lines; ‘“Develop- 
ments in Electronics,” research staff of 
Cutler-Hammer, Inc., Milwaukee; “Real 
Estate Trends,” Roy Wenzlick, Roy 
Wenzlick & Co.; “The Outlook for Build- 
ing and Mortgage Supply and Demand,” 
Jules I. Bogen, professor of finance New 
York University; “Real Estate Mort- 
gages as Life Insurance Company In- 
vestments,” Irving G. Bjork, vice-presi- 
dent Connecticut General Life; “Formula 
Timing Plans,” C. erveee ae Cottle, profes- 
sor of business administration Emory 
University. 


The midwestern division of Manhattan 
Life, directed by Harry J. Nelson, super- 
intendent of agencies, scored a 46% gain 
in new paid-for for the first five months 
of the year. 
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cial position is strong 


... Whose geographical market embraces a 
balance of metropolitan, town and rural 


... Whose policy contracts include all funda- 
mental coverages... 


... whose contributions to its industry have 
been recognized as outstanding 
... whose growth has been steady and uniform 
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... whose management, nevertheless, has 
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Fidelity is a well-balanced company 
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Program for A.L.C. 


Meeting Announced 


Dr. James P. Donelan, Guarantee 
Mutual, program chairman of the 
A.L.C. medical section, has announced 
the program for annual meeting at Hot 
Springs, Va., June 26-28. Dr. Benjamin 
F. Byrd, medical director of National 
Life & Accident, section chairman, will 
preside at all the sessions. 

The customary golf tournament will 
be held under the direction of Dr. J. E. 
Boland, medical director of Country Life 
and North American Accident. 

At the opening session June 26 Dr. 
Byrd will give the chairman’s address 
and greetings will be extended by Frazar 
B. Wilde, president of A.L.C. and of 
Connecticut General Life; Robert L. 
Hogg, A.L.C. executive vice-president 
and general counsel, and Dr. Lee, 
Pacific Mutual, president, Assn. of Life 
Insurance Medical Directors. 


Schedule of Addresses 


Other talks at that session will be on 
“Nutrition, Aging and Longevity,” by 
Dr. John B. Youmans, dean Vanderbilt 
medical school, and “The Tumor Po- 
tential of Silent Pulmonary Shadows,” 
by Dr. Richard H. Overholt, professor 
of clinical surgery, Tufts College medical 
school, with discussion by Dr. Raymond 
C. Scannell, Security Life & Accident. 

The business meeting will be held the 
morning of June 27, followed by an 
address on “The Effect of Surgery on 
Life Realization of Advanced Age 
Groups” by Dr. Byrd; “A Commentary 
on Cor Pulmonale”’ by Dr. J. Keith 
Gordon, Sun Life of Canada, and a re- 
port on Life Insurance Medical Re- 
search Fund. 

The program for June 28 includes: 


“A Review of Attending Physicians’ 
Statements,” Dr. Edson Getman, 
New York Life; “The Role of the 


Medical Director in A. & H. Insurance,” 
C. O. Pauley, managing director H. 
& A. Underwriters Conference, and “A 
System for Evaluating Examiners,” Dr. 
Jack A. End, Northwestern Mutual, 
with discussion by Dr. Robert L. Weav- 
er, Penn Mutual. 


Life Companies’ 
July “Ads” Listed 


General magazine advertising sched- 
uled by life companies for July, as re- 
ported to THE NatIoNAL UNDERWRITER, 


is shown below: 

John Hancock—Life, July 28; News- 
week, July 7; U. S. News & World Re- 
port, July 4. 

Massachusetts Mutual—Saturday Eve- 
ning Post, July 19; Time, July 7. 

Metropolitan Life— American, July; 
Business Week, July 5; Collier’s, July 5; 
Cosmopolitan, July; Forbes, July 1; Good 
Housekeeping, July; Ladies’ Home Jour- 
nal, July; McCall’s, July; National Geo- 
graphic, July; Newsweek, July 7; Satur- 
day HMvening Post, July 26; Time, July 
21; U. S. News & World Report, July 25; 
Woman’s Home Companion, July. : 

Mutual Benefit Life—Saturday Evening 
Post, July 19. 

Mutual of New York—American, July; 
Collier’s, July 26; Newsweek, July 14; 
Saturday Evening Post, July 19; Sunset, 
July; Time, July 14. 

National Life of Vermont—New York- 
er, July 19. 

New York Life—Business Week, July 
19; Collier’s July 12; Country Gentleman, 
July; Dun’s Review, July; Fortune, July; 
Harvard Business Review, July; Ladies’ 
Home Journal, July; Life, July 28; Na- 
tion’s Business, July; Newsweek, July 
14; Saturday Evening Post, July 12; Suc- 
cessful Farming, July; Time, July 21; 
U. S. News & World Report, July 25. 

Northwestern Mutual Life—Newsweek, 
July 28; U. S. News & World Report, July 
Ti. 

Phoenix Mutual—tLife, July 21. 





Dittmer Toledo C.L.U. Chief 


Toledo (O.) C.L.U. chapter has elect- 
ed Gilbert F. Dittmer, general agent of, 
Mutual Benefit Life, president; Louis P. 
Gepford, New York Life, vice-president, 
and King Baer, Reliance Life, secretary. 


Metropolitan Again 
Biggest Corporation 


Metropolitan Life has regaineq its 
former top position among the nation’s 
billion dollar corporations, according to 
a United Press tabulation. Metropolitan’s 
assets at the close of 1951 were gig. 
900,906,184, as against $10,338,071,65; , 
year earlier. 

The Bell Telephone System, which 
has headed the list since 1943, had $19. 
774,215,960 in assets at the end of 1959 
but dropped to $9,732,518,787 at the 
end of 1951 because of changing its ac. 
counting procedure to conform with 
new federal communications commis. 
sion regulations. 


Prudential Group Offices 
End Colorado Springs Meet 


Prudential group departments at Lo; 
Angeles and Houston have just con. 
cluded a joint three-day meeting a 
Colorado Springs. 

An address by J. W. Coogan, sales 
manager, Newark, highlighted the final 
session. Talks were also given by Don. 
ald E. Bishop, superintendent of agen- 
cies, Houston; Harold E. Dow, 2nd vice. 
president and associate actuary, Newark: 
Richard J. Mellman, chief actuarial con. 
sultant, Los Angeles, and William F. 
Drake, director of group sales, Newark. 

Second-day speakers were Harry J, 
Volk, vice-president, Los Angeles; Ed- 
mund_ B. Whittaker, vice-president, 
Newark, and Edward M. Neumann, 2nd 
vice-president and associate actuary, 
Newark. 


Canada Life Names Rintoul 


Canada ‘Life has appointed John W. 
Rintoul personnel manager to succeed 
the late J. Clifford McCarthy. Mr. Rin- 
toul has been with the company since 
1933. He is a graduate of University 
of Manitoba, and past president Canada 
Life Home Office Staff Assn. 


Nicol Assistant Actuary 


William K. Nicol has been appointed 
assistant actuary of Teachers Insurance 
& Annuity. He was formerly with Equi- 
table Life of. Canada. He is a graduate 
of University of Toronto and served in 
India with the Canadian air force. He is 
an associate in Society of Actuaries. 


Rice Addresses Advertisers 


Ralph H. Rice, Jr., manager of Pru- 
dential at Philadelphia, addressed the 
Keystone group of Life Insurance Ad- 
vertisers Assn. on his methods of re- 
cruiting and training new men which 
have proved so successful. 

Recruiting is a continuous process, 
he said, and is best accomplished from 
men recommended by the manager's 
own agency force. An attempt is made 
to paint life insurance as it actually is, 
without rose-colored adornments. In ac- 
cording the new prospective agent three 
interviews, together with at least one 
for his wife, the question asked directly 
many times is: “What are your weak 
points?” The answer to this question 
is further pursued in following up 10 
references of people who really know 
the agent. 


Milwaukee C.L.U. Elects 


Milwaukee C.L.U. chapter has elected 
Harvey E. Leiser, Equitable Life of 
Iowa, president, to succeed Collin 0. 
Resch, John Hancock Mutual; Herbert 
J. Schwahn, Northwestern ‘Mutual, vice- 
president, and Harold W. Hibscher, 
New York Life, secretary. 
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New Milwaukee Steering Group 

Life men on the new executive com- 
mittee of Milwaukee Life Insurance & 
Trust Council are Hugh M. Holmes, 
Lincoln National; Henry B. Kay, New 
York Life, and Walter C. Mayer, Mu- 
tual Benefit. 

John G. Conley, C.P.A., addressed 
the June dinner meeting on “Some 
Problems of Close Corporations.” 
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McCarthy, Equitable 


Settle Differences 


NEW YORK—Equitable Society and 
Glenn McCarthy, Texas oil and hotel 
promoter, have settled their differences 
amicably. The controversy came to a 
head two months ago when Mr. Mc- 
Carthy gave up executive control of his 
principal Texas properties after Equi- 
table had given him the choice of de- 
voting his full time to the enterprise or 
resigning. He had fallen behind in his 
payments on a $34 million loan from 
Equitable. Following a meeting of 
Equitable’s finance committee this week, 
W. H. Mendel, counsel for Equitable, 

this statement: 
as extended efforts of Mr. Mc- 
Carthy and myself to solve a difficult 
problem, have had gratifying results. 
All defaults have been eliminated, The 
Shamrock hotel (of Houston) will con- 
tinue to have the benefit of Mr. Mc- 
Carthy’s management and supervision. 
Equitable is in full agreement with 
Mr. McCarthy’s plan to engage through 
a new company in the exploration for 
and development of oil and gas prop- 
' erties.” 


Equitable Society will continue to 
run the McCarthy oil and gas corpora- 
tion. 


In a statement issued both here and 
in Texas, Mr. McCarthy said. 

“As a result of extremely cordial rela- 
tions over the past seven years with Mr. 
Mendel and other officers of the Equi- 
table, I have been enabled to work 
out a constructive plan whereby defaults 
in my obligations have been eliminated 
so that I can devote full time and effort 
to the Shamrock hotel and to the suc- 
cessful launching of my new company.” 

The new company is to be known as 
Glenn H. McCarthy, Inc. The new 
agreement calls for Mr. McCarthy's ad- 
herence to a strict amortization schedule 
for the $3 million loan. 





Rules Mo. Insurers Must 
Pay Personal Property Tax 
JEFFERSON CITY, MO. — Mis- 


souri supreme court en banc ‘has unani- 
mously adopted the ruling of its Divi- 
sion No. 1 entered some months ago 
that held unconstitutional an act ex- 
empting from the state intangible per- 
sonal property taxes those life insurance 
companies that pay a state premium tax 
of 2%. 

The ruling upset a 1950 Cole county 

circuit court decision voiding an as- 
sessment of $443,881 in intangible per- 
sonal property taxes and penalties 
against General American Life. About 
10 other life companies joined General 
American in its suit. 
Missouri department of revenue offi- 
cials said they were unable to estimate 
total taxes the state may now collect 
from the life companies. Some unofficial 
estimates placed the grand total of back 
taxes plus penalties at about $1 million. 
While knocking out the “in lieu of” 
Statute, the supreme court upheld the 
validity of another intangible personal 
property law known as the “yield” act, 
which defines the yield from securities 
in determining the amount of intangible 
personal property taxes due. This act 
enables a life company to deduct from 
taxable income for the intangible per- 
sonal property tax any interest that it 
Is required to credit to its reserves 
under insurance statutes. 





Demand Company Hearings 
on Proposed Tax Increase 
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WASHINGTON — Eugene Thore, 
general counsel Life Insurance Assn. of 
America, demanded a hearing for the 
dusiness on the proposed 644% to 714% 
ax hearing recommended by the treas- 
ry department. According to life in- 
surance representatives, the tax increase 
would be equivalent to the provisions 
of the “stop-gap” tax law of 1950. They 
rere hopeful, however, the ways and 





means committee would not consider 
the treasury’s proposal in view of its late 
timing, and the desire of congress to 
conclude its work before the national 
conventions. 


Must Pay Premium Debis 
Under Military Relief Act 


DUBUQUE, IA.—Federal Judge Gra- 
ven has ruled that the government is 
entitled to reimbursement from service- 
men who had their commercial insur- 
ance premiums paid for them by the 
government under the soldiers and sail- 

‘, 


One of the most 


ors’ civil relief act of 1940. 

The decision was given in connection 
with a suit brought by three former 
servicemen, Dave W. Nicholas, Grundy 
Center, Francis G. Keas, Dubuque and 
Paul H. Boiler, Waterloo. 

In return for paying premiums on 
commercial policies the government 
would take a first lien on the cash sur- 
render value. In most cases the amount 
owed exceeded the cash value of the 
policies. The government then started 
withholding dividends from NSLI pol- 
icies and billed the veterans for the 
sum owed on their commercial policies. 


EXTRAORDINARY 


EVENTS 


in the life insurance field 


@ Planned by Northwestern 
Mutual Agents 


@ Conducted by Northwestern 
Mutual Agents 


@ Attended by Northwestern Mutual 


Agents at their own expense 


come-mat is out! 


annual get-togethers? 


with relaxed informality. 


granted. 


Chattanooga, Tenn., Chairman 


@ It’s the event of the year —and the wel- 


The Agents run the show. Extraordinary, 
yes—but not new to Northwestern Mutual. 
This year’s meeting will be the Seventy- 
second. What better testimonial could there 
be to the outstanding success of these 


Here in pleasant Milwaukee every sum- 
mer, Northwestern Mutual Agents convene 
to exchange ideas. Here they profit from 
the experience of the veterans, from the 
fresh enthusiasm of the newcomers. Here 
in congenial Milwaukee they renew old 
acquaintances, and make new ones in an 
atmosphere that combines serious business 


The 1952 Committee whose names ap- 
pear below promises the traditional high 
standard of program which the hundreds of 
Northwestern Mutual Agents (and their 
wives) who attend have learned to take for 


JULIAN D. WALTER, C.L.U., Special Agent 


ROYALL R. BROWN, C.L.U., Special Agent 
Winston-Salem, N. C., Pres. Assn. of Agents 
W. C. DUNBAR, C.L.U., General Agent 


Duluth, Minnesota 


OWEN WHITMAN EAMES, Special Agent 


Boston, Mass. 


WILLIAM C. HEWITT, Special Agent 
Milwaukee, Wis., Secy. Treas. Assn. of Agents 
JOHN H. JAMISON, General Agent 


Chicago, Iil. 


E. T. PROCTOR, C.L.U., General Agent 


Nashville, Tenn., Vice Pres. Assn. of Agents 


ROBERT L. SCHARFF, Special Agent 


St. Louis, Mo. 


Established 1857 


LIAMA Compensation Unit 
to Devote Session to 213 


The compensation committee of 
L.I.A.M.A. has unanimously decided to 
devote its first fall meeting to discus- 
sion of section 213, the New York ex- 
pense limitation statute. 





Gilchrist in Company Post 


John Gilchrist, actuary of the Texas 
department, has resigned to become 


actuary with Life Ins. Co. of America 
and Reinsurance Co. of America, Dallas. 
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The real test of the worth 
of a sickness and accident 
policy comes at claim time. 





So the right kind of claim service is 
all-important . . . to the policyholder . . . to you who 
stake your reputation in selling the case. 


As a leader in the non-cancellable 

disability field, we invite comparisons 

of benefits .. . of premiums... of service. But we 
especially welcome your attention to the manner 
in which we treat the policyholder. 


wwe Hoa Revsene chy 


INSURANCE COMPANY 
WORCESTER 2, MASSACHUSETTS 


Frank L. Harrington President 


Edward R. Hodgkins, Vice-Pres. and Mgr. of Agencies 


NON-CANCELLABLE ACCIDENT & HEALTH e LIFE e GROUP 


Agency representation in the 48 states, the District of Columbia, {Hawaii and Canada 
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Actuaries Alert to Sales Considerations 


(CONTINUED FROM PAGE 6) 





employe contributions than is generally 
true in the United States. R. M. Peter- 
son, Equitable Society, added a word 
of caution against basing pensions on 
final salary since it is difficult to assess 
the true liability in advance. 

In the discussion on reserve strength- 
ening, P. E, Martin, Ohio National, felt 
that recent improvement in_ interest 
earnings had lessened the need for 
strengthening on old annuities. The new 
requirement for a security valuation re- 
serve has absorbed capital gains which 
would otherwise have been available for 
reserve strengthening. D. M. Ellis, Can- 
ada Life, expressed the opinion that re- 
cent developments were not significant 
enough to warrant changes in long term 
reserve strengthening programs. This 
appeared to be borne out by a study of 
the recent actions of leading companies. 

G. Myer, Confederation Life, felt 
that many American companies described 
as surplus funds which should really be 
allocated for such contingencies as mor- 
tality and investment fluctuations. Such 
an allocation would give the public a 
truer idea of the nature of each com- 
pany’s surplus funds. 

Mr. Rood felt that the adequacy of 
regular reserves had a great deal to do 
with the nature of surplus funds. Many 
large investors are beginning to purchase 
insurance company stocks and the exist- 
ence of any special reserves have to be 
thoroughly explained to them. 

In the discussion of mortality studies, 
H. <A. Garabedian, John Hancock, 
pointed out that it was important to 
present mortality results in such a way 
that they will be abbreviated, but in- 
telligible and in credible terms. The 
over-all gain and loss mortality ratio 
represents a distorted and meaningless 
mortality result. N. W. Macintyre, Mu- 
tual Life, outlined a study which his 
company had made to compare the ef- 
fectiveness of their underwriting and 
mortality experience with that of other 
companies. 

J. H. Miller, Monarch Life, pointed out 
that the usual comparisons of mortality 
implied the same potential improvement 
at all ages and suggested that it might 
be better to show differences in the ac- 
tual mortality rates rather than differ- 
ences in percentages. 


justifies Rate Reductions 


A. L. Joyce, Connecticut General, in 
the discussion on gross premiums and 
dividends remarked that the recent trend 
in mortality has justified reductions in 
premium rates, being proportionately 
larger for the older ages at issue. This 
trend also has affected the size of divi- 
dends for participating insurance show- 
ing a change in the slope of dividends 
by age at issue and duration. 

His company followed the approach 
of adopting a realistic view of mortal- 
ity, interest and expense assumptions 
in their new premium rates with an 
over-all safety margin then included. 
The improvement in mortality at the 
higher ages was first noted around 1940 
coincident with the introduction of an- 
tibiotics. 

Miss M. H. Schaeffer, Equitable So- 
ciety outlined the aspects of their divi- 
dend structure in connection with the 
present combined effect of such factors 
as increased average sized policy, mor- 
tality improvement, etc. In regards to 
participating immediate annuity con- 
tracts, the effect has been in general of 
appreciably reducing dividends at the 
young ages and increasing dividends at 
the high ages. 

G. N. Watson, Crown Life, read a 
discussion of N. D. Campbell of that 
company giving a review of the extent 
which Canadian company’s premiums 
and dividends have been influenced by 
recent trends. The trends shown in net 
interest earned is upward while mortal- 
ity improvement has been comparatively 
slight over the past two years. Chang- 
ing factors have not yet been reflected, 
generally, in the dividend scales. Many 


ee 
companies are now studying the Prob. 
lem of increased costs, especially in con. 
nection with the loading portion jn divi 
dend formulas for term insurance plans 

F. D. Kineke, Prudential, pointed oy 
that the improvement in interest Tate 
has been felt in his company especiajjy 
under limited payment policies for isgue 
ages 30 and under. However, this jp. 
provement has been offset more or ex 
at the middle and older ages by rising 
expenses. 

Announcement was made of a meetin 
to be held Sept. 25 at New York Ci 
to present to life insurance company 
executives the broad aspects of the ¢e. 
velopment of new electronic computing 
devices. 


SMALL COMPANIES 


es 


G. E. Cannon, Standard of Oregon, 
took the chair at the smaller company 
forum, conducted by a panel of foy 
members. S. F. Conrod, Loyal Protec. 
tive, felt that there were no problems 
generally speaking, in connection with 
the new annual statement that smaller 
companies had that were not existent in 
all companies. In a small company, 
usually one person was responsible for 
the completion of the statement and fe 
would have to master the problems hin. 
self. He criticized the poor tie-in of 
schedule H with the new statement and 
thought that the revision of the word. 
ing for certain items, might eliminate 
some of the ambiguity that exists and 
which tends to show misleading results, 

It was noted that some of the cross 
references were not so complete as they 
might be and the policy exhibit (where 
group business is not distinctly separate) 
was inconsistent with other parts of the 
statement. Comparisons with other 
companies’ statements are now easier, 
M. G. R. Wallace, Berkshire Life, felt 
that in some cases comparisons will still 
be difficult. 

While N. T. Fuhlrodt, Central Life 
of Iowa, generally liked the new state. 
ment and the method of calculating in- 
terest, he criticized the combination o 
disability monthly income and waive 
of premium benefit in one place and 
its separation in another and felt that 
there was doubt as to whether supple 
mentary contracts should be entered in 
the ordinary or annuity sections. 

Edwards, Baltimore Life, in 
opening the discussion on agency-actu- 
arial cooperation, said that it was essen- 
tial to satisfy the agency directors om 
any new financing plan. There were, of 
course, some obvious pitfalls, including 
those of starting a man on more than 
he could be expected to earn eventually, 
whereas he should be able to earn mort 
after the financing period. Any pla 
should be continually checked for results. 

W. C. Brown, Colonial Life, in stat- 
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ing the qualifications required for at- 
tendance at agency conventions, stated 
that settled business, 1st and 2nd _ year 
lapses, an increase in premium debit, re- 
duced credit for term insurance and 
additional points for riders were all 
considered. 


CONVENTION RULES 


E. F. Estes, Bankers Life of Nebraska, 
said that his company had three differ- 
ent bases for convention attendance 
qualifications. One was based on written 
and paid-for business less first year 
lapses; another was based on a standard 
production unit and the third placed the 
emphasis on the value of a general 
agency to the company and its repre- 
sentatives. , 

M. R. Dodson, Ohio National, men- 
tioned that in recent years qualifications 
for convention attendance had been 
modified to include a persistency re- 
quirement and a premium volume re- 
quirement. W. L. Rugland, Aid Assn. 
for Lutherans, stated that all agents of 
that company attend the conventions. 
On a show of hands, the majority of 
companies hold conventions every one 
or two years, with a handful of com- 
panies holding no conventions at all. 
Only one company had no attendance 
qualification. : 

In opening the discussion on multiple 
lines, Mr. Cannon set forth a number 
of considerations to be taken into ac- 
count if a smaller company is entering 
the group life, A. & H. and pension 
trust fields. These are notedly person- 
nel, adequacy of statistics, government 
legislation, methods and practices, com- 
petition and underwriting. He suggested 
that a company might start on a limited 
basis, with, say, sickness and accident 
benefits written in conjunction with a 
casualty company. He also thought a 
small company might try to keep oper- 
ations on a local basis thus keeping ex- 
penses at a minimum and supplying a 
maximum of service. Policy forms 
should be limited and extremes avoided. 
He referred to the time consumed by 
agents on pension trust business and 
the resulting loss of morale if a large 
case is lost. 


PEDOE CALLS FOR ACTION 














Mr. Pedoe threw out a word of cau- 
tion in regard to the smaller companies 
following the lead of the larger com- 
panies in entering A. & H. He ex- 
pressed concern over the continual lib- 
eralization of benefits without adjust- 
ment of premium rates. 

R. C. Perry, State Farm Life, in dis- 
cussing practices and procedures in 
smaller companies warned against the 
use of complicated contracts. A major 
problem arising out of a swing to 
monthly premiums is to keep expense 
ratios within reasonable limits. While 
monthly premiums are not encouraged 
in his company (minimum monthly pre- 
mium $10) he stated that they had a 
substantial block of business on the 
monthly basis. They have recently 
adopted the practice of sending out a 
notice at the beginning of each policy 
year with space for the policyholder to 
record each payment thus eliminating 
receipts. Twelve self-addressed envel- 
Opes are sent with the notice. 

Reference was also made to the in- 
creasing trend to monthly premiums by 
G. R. Wallace. His company, Berkshire 
Life, uses a receipt card shuttling back 
and forth between the company and the 
policyholder for the whole year. They 
are well pleased with the results. C. H. 
Connolly, of the Southwestern Life 
Stated that his company has devised a 
notice check receipt form. 


C. G. Brown in New Post 


C. G. Brown has been appointed direc- 
tor of claims for American Casualty & 
Life of Dallas. He has had a number 
of years experience in hospital claim 
work with other companies. 


May Try Again on 


Doughton Measure 
WASHINGTON — House ways and 


means committee sources expect the 
Doughton social security bill will be 
called up in the House June 12 and its 
passage moved under suspension of the 
rules. 

That method was tried about two 
weeks ago, when the measure failed to 
get the necessary two-thirds majority 
vote. 

Veterans Administrator Gray and vet- 
erans’ organizations opposed creation of 
an insurance corporation in VA as rec- 


ommended by the Hoover commission : 


in testimony before the House veterans 
affairs committee. 

Sentiment of that committee is to 
await report from a Chicago manage- 
ment firm on its study of VA organiza- 
tion, including insurance operations, 
before acting on the Hoover recom- 
mendations. 


Pan-American Determines 
President’s Month Leaders 


Pan-American Life has announced 
the winning agencies in the annual 
president’s month campaign. Winner in 


eT TTT 


the first class group was P. L. McKen- 
zie of Alexandria, La. The class A 
trophy went to Joseph Muras, Shiner, 
Tex. Curtis Thomas, Ft. Worth, was 
recipient of the class AA trophy. In 
the agency competition for offices three 
years and younger, M. D. Shores, Baton 
Rouge, was first. The average per- 
centage increase of premiums over aver- 
age premiums per month for the year 
1951 was 300%. 


H.O.L.U.A. Committee Plans 
Mich. Industrial Inspections 


Members of the occupational rating 
committee of Home Office Life Under- 
writers Assn. will visit Lansing, Mich., 
June 19 and Midland, Mich., June 18, 
tor industrial inspections. 

At Midland the Dow Chemical Co. 
plant is to be surveyed with a view to 
possible revision of rates in the chem- 
ical industry. The visit is being made 
at the invitation of the Dow company. 

At Lansing the committee members 
will inspect Oldsmobile and Fisher Body 
plants of General Motors and will be 
guests of Farm Bureau Life. 

Expected to participate are Clifford C. 
Payson, Connecticut General, chairman; 
Chester Barney, American United Life; 
William C. Harrison, New York Life; 
Donald Lawson, Travelers, and Paul 
Shea, Penn Mutual. 


THE 
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Prudential Plans 
Houston Dedication 


Prudential will open its third re- 
gional home office July 29 at Houston. 
President Carrol M. Shanks and mem- 
bers of the board will join employes, 
and local civic and business leaders in 
the dedication. 

Approximately 1,100 employes will 
work in the 18-story building. Insur- 
ance sales, and investments totaling $1,- 
394,000,000, for Arkansas, Kansas, Loui- 
siana, Mississippi, Missouri, Oklahoma, 
and Texas, will be serviced there. 

Other regional home offices have been 
established at Los Angeles in 1948, and 
Toronto in 1950. Plans are under way 
for a Mid-America headquarters at Chi- 
cago. 


Glass Heads Hartford C.L.U. 


Manuel Glass, United Life & Acci- 
dent, has been elected president of the 
Hartford C.L.U. chapter. Glenn B. Dorr, 
general agent of Northwestern Mutual is 
vice-president, and Clifford L. Morse, 
secretary and director of agencies of 
Phoenix Mutual, secretary. ‘Retiring 
president is Francis T. Fenn, Jr., gen- 
eral agent of National Life of Vermont. 
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OUR “GRAND OLE OPRY" 
HITS BROADWAY... | 


J Stars of the ‘Grand Ole Opry” are appearing at the Astor Roof 
on Times Square for sixteen weeks this summer. 


This famous program of folk music originated on our radio 
station, WSM, back in 1925 and has been heard every Saturday 
night the year around for nearly 27 years. It enjoys one of the 
all-time records for sustained success in radio, and during all 
these years, it has been making friends for Shield Men through- 


We are happy to “lend” the Opry talent to New Yorkers and 
New York visitors. If you're there this summer, drop up to the 
Astor Roof and see them. 






he NATIONAL LIFE 
and ACCIDENT 


|| ae 


INCORPORATED 


NASHVILLE, TENNESSEE | | 






































































aus 
































Bm 




















12 


FeNATIONAL UNDERWRITER 





June 13, 1953 








EDITORIAL 


COMMENT 





The M.D.R.T. — Wondertul and Battling 


At a time when, according to Fortune 
magazine, the spirit of sturdy individ- 
ualism has so far declined that almost 
nobody wants to sell on a commission 
basis, the life insurance business is to 
be congratulated on the fact that the 
Million Dollar Round Table meeting 
now in session at Bretton Woods, N. H., 
is setting a new high in attendance 
after having rolled up a membership 
record of 1,065. 

The M.D.R.T. is a wonderful and 
baffling phenomenon. It’s wonderful be- 
cause these men have chalked up their 
production records under the same rules 
and commission rates, by and large, 
that apply to the countless others who 
didn’t make the grade and the many 
more who couldn’t even stay in the 
business. An_ occasional M.D.R.T.er 
may have a special “in,” or a family 
connection. that opens doors which would 
be closed to most agents, but even with 
such help, writing a million dolifars of 
insurance in a year is something like 
having a baby—there’s no really easy 
way of accomplishing it. 

And why do we characterize the 
M.D.R.T. as a baffling phenomenon? 
Mainly because no one has ever been 
able to figure out any common de- 
nominator in the million-dollar pro- 
ducers’ success that is of any particular 
value in selecting new agents and guid- 
ing them toward membership in the 
M.D.R.T. There is little that these 
salesmen have in common—except the 
obvious trait of writing a terrific amount 
of life insurance. At an M.D.R.T. meet- 
ing the atmosphere vibrates with more 
energy than a Geiger counter could 
measure. Yet there are members who 
are thoughtful and restrained in manner, 
even phlegmatic beyond the wont of 
the average Joe engaged in life insur- 
ance selling. 


These top producers sell a lot of cases 
per year. Probably none of them sells 
an average of less than one a week and 
many have an established pace of two 
or more cases a week. But many agents 
who are just plodding along also sell 
at least a case a week. In fact, any 
formula for attaining M.D.R.T. mem- 
bership, except for the obvious one of 
paying for $1 million of life insurance 
in a year, has so many exceptions that 
it has no practical value. 

Probably one big reason why it is 
impossible to find a common denomi- 
nator for success among M.D.R.T. 
members is that in any field those at 
the top are usually supreme _individ- 
ualists, defying classification. Partly 
this is because when you get to the top, 
above the timber line, there are no clear, 
well-marked trails to follow. And partly 
it is because the man who is really 
dedicated to his work sufficiently to 
make an outstanding success of it and 
who has the ability to reach the top 
stratum prefers to find his own way 
and carve his own path rather than fol- 
lowing somebody else’s trail. 

Maybe it’s just as well for the life 
insurance business that nobody knows 
how to pin-point the criteria of success 
that would make it possible to pick a 
potential million-dollar producer. Other 
types of sales enterprises are having a 
rough time, according to the Fortune 
article already cited, in hiring salesmen 
of the independent, self-energizing type 
found in the M.D.R.T. If these other 
lines of business knew how to spot a 
potential M.D.R.T. member they could 
more readily snare him before, or even 
after, he got into life insurance selling 
and the life insurance business might 
well lose more potential talent than it 
gained through the application of such 
criteria. 








PERSONAL SIDE OF THE BUSINESS 





Francis P. Sears, chairman and one 
of the founders, Columbian National 
Life, is marking his 50th year with the 
company, while Carl C. Mullen, 1st 
vice-president, is marking his 40th year, 
in conjunction with the golden anniver- 
sary of the company’s founding in 1902. 

W. Frank Gardner, general manager 
of Prudential Assurance of London, 
which is the largest insurance company 
in the British Empire, is visiting in 
New York. He intends to stop at Chi- 
cago, San Francisco and Honolulu and 
then will be in New Zealand and 
Australia for some time. At New York 
he is visiting his company’s affiliate 
Prudential Ins. Co. of Great Britain 
at New York, which company transacts 
a fire reinsurance business in the U. S. 


Mr. Gardner was guest of honor at 
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a luncheon given by Metropolitan Life, 
by Prudential and by Thatcher M. 
Brown, partner of Brown Bros, Harri- 
man & Co., who is member of the execu- 
tive committee of Prudential Ins. Co. 
of Great Britain at New York. 

W. M. Rothaermel, vice-president Pa- 
cific Mutual Life, will serve on the ad- 
visory committee for division of business 
and economics, Los Angeles state col- 
lege. 

Laurence F. Lee, president Occidental 
Life of North Carolina and Peninsular 
Life, has been appointed to the national 
advisory board on mobilization policy. 


C. B. Calahan, vice-president in charge 
of the mortgage loan department of 
Western Reserve Life, of Austin, Tex., 
accompanied by Mrs. Calahan, attended 
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the Mexico City convention of Rotary 
International. 

Powell B. McHaney, president of Gen- 
eral American Life, has been reelected 
president of the University of Missouri 
board of curators. He is a graduate of the 
university. 

Paul E. Tierney, auditor of John Han- 
cock, has been elected president Bos- 
ton chapter of National Assn. of Cost 
Accountants. 


William F. Semmelrogge, Prudential, 
president of Corpus Christi, (Tex.) Assn. 
of Life Underwriters, was seriously in- 
jured in an automobile collision at 
Rockport. His son, Kyle, 13, was killed. 


DEATHS 


A. D. DULANEY, who was Arkansas 
insurance commissioner from 1930 to 
1933, and who kept on in the Arkansas 
department as a deputy until retiring 
in 1950, died at his home at Ashdown, 
Ark. At the time of his retirement he 
was executive assistant commissioner. 
He was a former member of the Arkan- 
sas legislature and was the former pros- 
ecuting attorney for the ninth district. 

Mr. Dulaney was born at Sevier, Ark., 
in 1877 and graduated from University 
of Arkansas in 1902 and University of 
Arkansas law school in 1905. He was 
owner of the principal insurance agen- 
cies at Ashdown, Ark. for 12 years, but 
severed his connection with that busi- 
ness in 1927 when he became chief 
deputy in the insurance department. He 
served in that capacity in 1928-29 and 
was acting commissioner in charge of 
the department during the illness of 
Commissioner J. S. Maloney, who died 
in May, 1929. From that time until 
W. E. Floyd was rejected by the Arkan- 
sas senate in January, 1931, Mr. Dulaney 
served as chief deputy and after Mr. 
Floyd’s rejection, was acting commis- 
sioner until March, 1931 when he got 
the regular appointment. For a time he 
was vice-president of a bank in Little 
River county, Ark. 


GUSTAVE G. ZISMER, 62, editor 
of housing information of Metropolitan 
Life, died at South Side hospital, Bay 
Shore, L. I., following a heart attack 
at his home at Brightwaters. He had 
been with the company since 1940. 


JOHN L. WATTS, 65, general agent 
Pacific Mutual Life, Chicago, since 1936, 
died at Henrotin hospital following a 
gall bladder attack. Mr. Watts had been 
with the company since 1912. 


CECIL O. CURTIS, 38, manager In- 
terstate L. & A. at Savannah since 1944, 
died there. , 

MAURICE V. PEW, 53, former Iowa 
commissioner, died at Los Angeles from 
a heart attack just as he was starting 
to play golf. 

He served as Iowa commissioner in 
1938 - 1939. He joined the Iowa depart- 
ment in 1935 as first deputy commis- 
sioner and was in full charge of it during 
the year when Ray Murphy was on 
leave of absence while serving as na- 
tional commander of the American Le- 
gion. He was named to fill out the un- 
expired term when Mr. Murphy became 
assistant general manager of Assn. of 
Casualty & Surety Executives. Since 
leaving the Iowa department he had 
been with the Farmers Insurance group 
at Los Angeles, 
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McAllister Elected Head 
of N. Y. City Association 


a 

NEW YORK—Charles S. McAllister 
New England Mutual, was elected pres. 
ident of the New 
York City Life Un- 
derwriters Assn. 
this week. A per- 
sonal producer, he 
is a member of the 
Million Dollar 
Round Table and 
has been in life in- 
surance since 1932, 
first with Phoenix 
Mutual and_ since 
1944 with the 
Schmidt agency of 
New England Mu- 
tual. He has been 
administration vice- 
president of the city association and 
succeeeds John H. Evans, Home Life 
of New York, as president. 

Other officers elected are Harold N. 
Sloane, Continental Assurance, admin- 
istrative vice-president; Harry K. Gyt- 
mann, Mutual Life, public relations 
vice-president; Harold A. Loewenheim, 
Home Life of New York, educational 
vice-president, and Thomas L. O’Hara, 
Metropolitan Life, treasurer; directors 
(three years) Michael P. Coyle, Phoe- 
nix Mutual, M. J. Lauer, Continental 
American, Donald L. Mallory, Equitable 
Society, C. Lamont Post, independent, 
C. M. Spero, independent, J. Ezbon 
Stover, Northwestern Mutual, and 
Stanley R. Wayne, Mutual Benefit Life; 
two-year term, A. M. Heller, Guardian 
Life; one year term, Graham R. Adams, 
Prudential. 

Mr. McAllister spoke briefly on his 
program and plan of activity for the 
coming year. Main speaker was Vash 
Young, agent of Equitable Society and 
widely known inspirational speaker and 
author, who talked on his concept of self- 
management. 








C. S. McAllister 





Issue Two Treasury Rulings 


WASHINGTON —Treasury decisions 
5902, regarding valuation of certain 
classes of property under the gift tax, 
and 5904, dealing with estate tax pro- 
visions of the revenue act of 1950, have 


The first amends section 86.16 a (c) 
with respect to remainder interests, and 
section 86.19 with respect to annuities, 
life estates, remainders and reversions. 

The major change under TD 5904 
deals with reversionary interests in cast 
of life insurance. 


Virginia Commission Acts 


Virginia corporation commission has 
ordered Horace C. Staples and LeRoy 
F. Flanders, Petersburg, and Thomas C. 
Nelson, South Richmond, formerly with 
Superior Life, to show cause why thei 
licenses to sell life insurance in Virginia 
should not be revoked. A hearing has 
been set for July 24. The three are 
charged with withholding premiums and 
claim payments intended for the com- 
pany and its policy holders. 





The NLRB regional director has cet 
tified results in the election among 
industrial agents of Home Bene 
Life of Richmond in which 59 votes 
were cast for IAWOC-CIO and 1® 
against the union. 


Howard J. Burridge, President. 

Louis H. Martin, Vice-Pres, & Secretary. 
John Z. Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. 








ATLANTA 3, GA.—432 Hurt Bldg., Tel. Walnut 


9801. Carl E. Weatherly, Jr., Southeastern 
Manager. 
BOSTON 11, MASS.—210 Lincoln St., Tel. 


Liberty 2-1402. Wm. A. Scanlon, Vice-Pres. 
CHICAGO 4, ILL.—175 W. Jackson Bivd., Tel. 
Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 
CINCINNATI 2, OHIO—420 B. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 


Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bidg., Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DES MOINES 12, IOWA—3333 Grand Avenue, 
Tel. 7-4677. R. J. Chapman, Resident Manager. 
DETROIT 26, MICH.—1102 Lafayette Bidg., 
Tel. Woodward 3-2826. A. J. Edwards, Resident 
Manager. 








KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Vietor 9157. William J. Gessing, 
Resident Manager. 

MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 
1103, Tel. Beekman 38-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


PHILADELPHIA 9, PA.—123 S. Broad Stree. 
Room 1127, Tel. Pennypacker 5-3706. E. # 
Fredrikson, Resident Manager. 
PITTSBURGH 22, PA.—503 Columbia Bldg. 
Tel. Court 1-2494. Jack Verde Stroup, Ret 
dent Manager. 

SAN FRANCISCO 4, CAL.—507 Flatiron Bldg. 
Tel. Exbrook 2-3054. F. W. Bland, 
Coast Manager. 
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Extra Sunday Hurts Record 


The number of Saturdays and Sun- 
days in a month often exerts an unno- 


ticed but nevertheless substantial influ- 
ence on its production gain or loss as 

compared with the same month a year 
earlier. For example, there were eight 
Saturdays and Sundays in April, 1952 
as against nine in 1951. This extra 
working day was equivalent to a 4.8% 
increase in production without any in- 
crease in the average daily rate of pro- 
duction. : 

Mondays are notoriously poor pro- 
duction days, partly because of agency 
meetings, so the number of Mondays in 
a month might well be an appreciable 
influence on production. If Mondays 
are counted as only half a working day, 
April, 1952, with four Mondays as 
against five for April, 1951, would have 
had a total of 20 working days as against 
18%4 a year previous. This would mean 
a difference of 8.1% in production time 
resulting solely from the number of Sat- 
urdays, Sundays and Mondays. 

The calendar worked the other way on 
March production figures. There were 
10 Saturdays and Sundays last March 
as against nine a year earlier, meaning 
that there was 444% less working time, 
just on the basis of Saturdays and Sun- 
days. Taking Mondays into account as 
worth only a half day, there was 744% 
less working time in March, 1952, than 
March, 1951, for there were five Mon- 
days as against four the previous year. 

The effect of these calendar variations 
is to detract somewhat from the 14% 
increase in production shown by the life 
insurance business for April, since some- 
where between five and eight of the per- 
centage points were due just to the fact 
that there were more working days last 
April than there were in April, 1951. The 
same consideration of course would ap- 
ply to the ordinary, group and industrial 
increases of 16%, 21% and 7% respec- 
tively. 

On the other hand, taking the calendar 
into. consideration makes the March 
showings look somewhat better than the 
indicated increases of 3% aggregate, 11% 
for ordinary, and 9% for industrial, and 
takes a little of the sting out of the 36% 
group sales decline. All these percen- 
tages would have been between 4% and 
7% percentage points better if there had 
been as many working days in March, 
1952, as in March, 1951. 

The same factors of course apply to 
help explain the percentage declines in 
ordinary sales shown in March by the 


\\ 


eight largest cities and the exceptionally 
good April showings for these cities, 
with increases ranging from four to 26% 
and no city showing a decrease. A more 
important factor in the big cities’ March 
slump appears to have been the excep- 
tionally large increases that they chalked 
up in March, 1951, when the smallest 
increases were 20% and the rest ranged 
from 29% up to 49%. This was a tough 
record to go against, even without the 
handicap of a diminished amount of 
working time. 





$400 a Month for Graduates 


Agencies and home offices seeking 
college graduates as recruits will find 
the pickings extremely slim this June, 
ws personnel-hungry corporations have 
been stalking the campuses with an in- 
tensity and aggressiveness never before 
equalled. They are bidding up the sal- 
aries to levels that sound fantastic. 

The New York Times _ recently 
checked on the situation at 75 representa- 
tive colleges and universities and found 
that June graduates don’t have to go 
looking for jobs but can make their 
choices among a wide variety of offer- 
ings brought to them right at their 
institutions of learning. It looks as if 
every member of the senior class who 
wants a job will have one by the time 
he gets his diploma. Some, of course, 
will have to go into the armed forces 
and this makes bidding all the keener 
for those who don't. 

Seniors can expect to start at $300 
to $400 a month, graduates with tech- 
nical training commanding the best pay. 
The starting salaries are up $25 to $50 
over last June. Starting salaries of 
$5,000 to $6,000 are not uncommon. 





“Operation Hot Dog" 


General American Life has just com- 
pleted its second “Operation Hot Dog,” 
a home office clean-up party with a 
picnic air. For one day in the spring, 
every one from office boy to President 
Powell B. McHaney dresses informally 
for an attack on throwing out ac- 
cumulated waste materials and generally 
straightening up files, cabinets, store- 
rooms and desks for a year of efficient 
operation. 

Only pause in the hard work is for 
a free hot dog picnic lunch served in 
the company lunchroom. There were 
several thousand frankfurters and buns, 
1,128 bottles of Coca Cola, 40 pounds 


of potato chips and other delicious 
statitstics to balance off the approx- 
imately nine tons of waste material 
which was thrown away. 





New Twist on Hiring 


Don’t hire a young man for what he 
knows but for his capacity to learn, and 
particularly his capacity to learn that 
which he knows nothing about, is the 
advice of Clarence B. Randall, president 
of Inland Steel Co., in his forthcoming 
book “A Creed For Free Enterprise.” 

Mr. Randall’s point is that if a man 
is to be a leader he will spend most of 
his mature life doing things for which 
he is not specially trained and to be 
effective he must have the intellectual 
courage and facility to have a go at 
any problem, no matter how strange. 





20 to 30% on the House . 


Real estate experts at New York Life 
have completed a study of the com- 
pany’s files that would indicate that 
from 20% to 30% of the gross income 
of an individual will go into his house 
at lower income levels and from 11% to 
12% of gross income of those earning 
in the $20,000 and over will go into the 
home. These figures include all major 
costs. The figures show that if a person 
has an annual income of more than 
$5,000, he might save money on annual 
shelter costs after a plunge into home 
ownership hasbeen made. This would 
be of particular interest to those now 
paying rent and spending about 25% of 
gross income for shelter. 





Pensions a Factor in Sale of Firms 


A point often overlooked, particularly 
by smaller companies operating in a 
field in which contacts with customers 
are on a basis that their opinions are 
a force to be reckoned with, is that 
lack of an adequate pension system for 
the staff may well make it impossible 
for the owner to sell out and retire as 
he had been planning to do. 

Such an owner may be unable to sell 
to a competitor that would be a logical 
buyer, solely because neither the buyer 
nor the seller could afford to take 
care of the past service benefits that 
would be necessary to retire the super- 
annuated staff members whom the buy- 
ers would not want to take on and who 
would find it difficult if not impossible 
to find comparable jobs elsewhere. 

The potential purchaser, not merely 
for humanitarian considerations but for 
sound business reasons, rebels at being 
known as having had a part in firing 
faithful employes with long service 
records. The loss of good-will could 
make the purchase a poor bargain. 

































































Announce Changes in Mich. 
Department Procedures 


LANSING, MICH. —Numerous 
changes in departmental procedures de- 
signed to tighten up operations, elimi- 
nate wasted effort and assure more care- 
ful supervision are due to result from a 
two-day conference of Michigan depart- 
ment executives at Lake Margrethe 
near Grayling. A dozen divisional direc- 
tors were present, each offering recom- 
mendations and suggestions on opera- 
tions of his own division. 

Commissioner Navarre announced the 
following immediate changes resulting 
from the meeting. 

In connection with admission of com- 
panies, it was determined to set up more 
carefully prepared “ground rules” for 
licensing qualifications and regulations 
to guide department personnel. A list 
of the essential qualifications is to be 
prepared. The licensing personnel will 
review applications and may ask prep- 
aration of supplemental material to be 
included with applications. : 

Matters pertaining to the handling and 
licensing of counsellors and adjusters 
are being transferred to the agency di- 
vision. Previously the life division han- 
dled counsellor licensing while adjusters 
were under jurisdiction of the fire rating 
division. 

Licensing of A. & H. and life agents 
also is being transferred to the agency 
division. It formerly was handled by 
the life division. 

L. H. Sanford, first deputy commis- 
sioner, henceforth will handle all mat- 
ters pertaining to admission, organiza- 
tion, mergers and reinsurance of com- 
panies. These functions previously had 
been widely distributed throughout the 
department. 

New methods and: procedures for han- 
dling audits of companies are being 
ordered, with emphasis on the auditing 
of annual statements. Mr. Sanford and 
Norman Wade, director of the division 
of auditing and taxation, were delegated 
to ina the department’s auditing man- 
ual. 


Launch New Buffalo Agency 


Niagara National, Inc., is a new 
agency at Buffalo. George H. Johnston, 
who has been in the insurance business 
about 22 years; is president; Clifford 
Hunt, treasurer, and George H. John- 
ston, Jr., secretary. 

Companies represented include Con- 
tinental American Life, American Cas- 
ualty, Commercial and General Accident. 

Dr. Claude L. Benner, president of 
Continental American, addressed a meet- 
ing of about 50 agents associated with 
the new agency, : 






















CENTRAL STANDARD LIFE 


Gumld (V05—> INSURANCE COMPANY 


211 W. Wacker Drive 


Chicago 6 


All forms of Life # Accident &% Health 


ALFRED MacARTHUR 
Chairman of the Board 





E. H. HENNING 
President 
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Little Known Facts about Insurance Men* 


What they mean 
to the 

SHOE 
INDUSTRY 






















@ It is estimated that this 
country’s life insurance 
agents and their immediate 
families spend more than 
$8,000,000.00 each year for 
shoes. 


Add to this the vast expendi- 
tures for repairing and other 
requirements necessary to 
maintain this footwear and 
we find that the life insur- 
ance agent is a mighty good 
customer of America’s im- 
portant shoe industry. 


Yes, anyway you look at it, 
the life insurance agent is a 
very important man in every 
American Community. 


*SOURCES: U. S. Bureau of the Census 


and U. S. Department of Commerce. f 
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LIFE AGENCY CHANGES 





Manhattan Names Haas to 


agency at 55 West 
42nd street, New 
York City. Mr. 
Haas was formerly 
a supervisor for 
Mutual Life. He 
entered the business 
in 1932. 

The company has 
also appointed Ed- 
ward A. Schmidt 
supervisor at the 
Hoffman agency, 
Buffalo. Mr. 
Schmidt has been 
with the company 
since 1950. He is 
a graduate of Canisius College. 


Occidental Enters Wis., 
Opens Milwaukee Branch 


Occidental Life of California has en- 
tered Wisconsin and opened a new 
branch office at Milwaukee, with Will 
H. Froehlich, formerly agency super- 
visor of Old Line Life, as manager. Dale 
B. Potts, former district agent of Old 
Line Life, has been named brokerage 
manager. 

Mr. Froehlich has been in insurance 
work since 1946 and was appointed 
supervisor of the F. W. Du Bose agency, 
Milwaukee, in 1949. He is a veteran 
and has been director of Milwaukee 
Assn. of Life Underwriters for two 
years, having served as treasurer and 
secretary and now as second vice-pres- 
ident. 

Mr. Potts was with North American 
Life & Casualty for 3% years before 
joining Old Line Life in 1951. 











FORCE? 








YOU... 


SHOULD KNOW MORE ABOUT THE UNION 
LABOR LIFE INSURANCE COMPANY 


ON THIS — OUR SILVER ANNIVERSARY — 


WHY NOT LEARN ABOUT OUR LEADS, OUR 
APPROACH TO THE BLUE COLLAR MARKET 
AND THE OTHER SALES AIDS THAT EN- 
ABLED OUR FIELD FORCE TO PLACE OVER 
$350 MILLIONS OF LIFE INSURANCE IN 


TO YOU— 


MR. LIFE UNDERWRITER — A REAL OPPOR- 
TUNITY FOR SALES HELPS AND AIDS IS 
OFFERED. WRITE — RIGHT NOW — TO 


THE UNION LABOR 
Life Insurance Company 


200 East 70th Street 
New York 21, N. Y. 


Fox Heads Toledo Office 


M. Nicholas Fox has been named 
manager of a branch office which Sun 
Life of Canada has just opened at 
Toledo, O. Mr. Fox joined Sun Life 
early in 1946 as an agent at Akron fol- 
lowing his graduation from Yale and a 
period of navy service. He qualified 
twice for Sun Life’s big producers club. 
the Macaulay Club, and in 1948 was 
appointed service supervisor at Canton, 
O. He was transferred to the head office 
as inspector of agencies of the eastern 
U.S. division in 1950. 





Franklin Ups Bergstrom 


L. T. Bergstrom, general agent for 
Franklin Life at Madison, Wis., since 
1948, has been promoted to regional 
manager in charge of agency operations. 
Succeeding him as general agent at 
Madison is Paul D. Meyers, formerly 
agency supervisor there for Massachu- 
setts Mutual. 


Equitable, N.Y., Names Boyle 


Equitable Society has appointed Ira 
W. Boyle regional claim representative 
at Pittsburgh. Mr. Boyle joined the 
district A. & H. department in 1921, and 
later became district claim representa- 
tive. 


Three Group Men Advanced 


Prudential has promoted John E. More 
to district group sales manager at Den- 
ver, John F. Bridges to district group 
sales manager at Seattle, and James M. 
Dewart to associate district group ser- 
vice manager at Los Angeles. 

Mr. More attended University of 
Southern California, and the finance 
school of University of Pennsylvania, 
joined Prudential as a trainee in the 
group division at the western home office 
in 1948 and has been home office repre- 
sentative at Denver. Mr. Bridges, who 

















attended U.C.L.A. followed a familiar 





Head New General Agency 


Manhattan Life has named Bernard 
A. Haas general agent for the new 





a 
pattern and has been stationed at 
Seattle. 

Mr. Dewart attended Franklin and 
Marshall College, joined the group de. 
partment at Newark in 1947, and went 
to Los Angeles in 1948. He saw Service 
in the South Pacific and in Korea, 





Weghorn Agency to 
Represent Canada Life 


The John C. Weghorn Agency, Inc 
one of New York’s leading general in. 
surance agencies, has been appointed a 
general agent of Canada Life. This 
is the first time it has represented a life 
company. 

Henry K. Hotarek, now with R. ¢ 
Rathbone & Son, New York City, wili 
join the Weghorn agency June 16 as 
life department manager. Assisting him 
will be Mrs. Helen L. Keyser, who is 
resigning from Flynn, Harrison & Con- 
roy, New York City. The agency will 
specialize in brokerage business. 

Mr. Hotarek started in life insurance 
with Canada Life following army sery- 
ice. After acting as an agent in New 
York City he joined Continental Cas- 
ualty’s metropolitan New York office 
as A. & H. supervisor, handling group 
A. & H. and disability benefit business. 
For the last year he has been with R, C. 
Rathbone & Son as associate manager of 
its combined life and A. & H. depart. 
ment. 

Mrs. Keyser started with Security 
Mutual Life of Binghamton, N. Y,, in 
New York City, after which she did 
secretarial and general clerical work 
with the Prosser & Homans agency of 
Equitable Society in New York City. 
Joining the Bishop Reporting agency, 
she became its president and since the 
first of this year has been with Flynn, 
Harrison & Conroy’s claim depart- 
ment. 





Prudential Promotes Nagy 


Prudential has promoted Alexander P. 
Nagy, staff manager at Washington, 
N. J., to manager district 2, Camden, 
to succeed Russell H. Griesback, who 
transfers to New Brunswick. Mr. Nagy 
joined the company at Dover in 1940, 
and became staff manager there in 
1945. He moved to Washington in 1947. 


Lincoln Income Changes 


Lincoln Income Life has appointed 
J. T. Asher manager of the new Frank- 
fort, Ky., district. He was formerly 
assistant manager at Campbellsville. He 
has been with the company since 1944. 
The company has also appointed B. P. 
Gordon district manager at Hazard, and 
W. F. Hall = district manager at 
Covington. 

New assistant district managers are 
E. T. Dalton, Corbin, Ky.; R. ‘R. Moose, 
Tulsa; J. D. Rea, Oklahoma City: E. R. 
Littleton, Covington; W. E. Wilson, 
Hopkinsville, Ky., and R. L. Moore, 
El Dorado, Ark. 


Roll General Agent Emeritus 


William J. F. Roll, who has now 
served as general agent of Mutual Trust 
Life at Cincinnati for 20 years, has 
relinquished his position as agency head 
to serve his personal clientele and has 
been named general agent emeritus. 
He will be associated with the Warner 
C. Wilson agency, which will also take 
over the personnel of the Roll agency. 

Mr. Roll was honored at a luncheon 
given by the company at Cincinnati. 
Members of his agency, close personal 
friends and representatives from the 
Wilson agency and the home office 
joined in extending congratulations. 








Postal Life Names Breslaw 


Postal Life has named Milton J. 
Rreslaw general agent for the year-old 
Eastern States agency, Greenwich, 
Conn. Mr. Breslaw attended University 
of Michigan and University of Maine. 
He is a marine veteran. 
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agencies in paid production for the 

AGEN first quarter. April production, clinching 

the honors, totaled $1,022,000. The 

Sere agency is currently averaging $620,000 
Goldman Ill; Agency Marks 


in monthly paid production. 
95th Anniversary Quietly 


The Van Goldman agency for Pru- 
dential, Chicago, marked its 25th year 
at an informal gathering of the super- 
visory staff in the absence of A. Van 
Goldman, who is still recuperating from 
a severe heart attack suffered last No- 
vember. . : 

Since its founding in 1927, agency or- 
dinary sales have risen from less than 
$2 million to $8,500,000 for 1951, while 
group sales have reached $65 million. 





The Chicago branch of Aetna Life 
held its annual golf party. P. J. Suther- 
land, agent, won the first low net prize. 





Henry C. Hunken, Chicago general 
agent of Connecticut Mutual Life, will 
on July 19 take his entire clerical staff 
aboard his cruiser for a day on Lake 
Michigan. 


SALES MEETS 


Lincoln National Life to 
Hold Mackinac Convention 


Lincoln National Life will hold the 
first of three conventions next week at 
Mackinac Island, Mich. The three-day 
meeting will close June 18. Other con- 
ventions will be held at Lake Tahoe, 
Cal., June 23-25, and Washington, D. C., 
July 27-29. 














Foster, Russell Tie for 
Midland Mutual Award 


The Russell D. Foster agency for 
Midland Mutual Life, Philadelphia, and 
the Herman O. Tice agency, Columbus, 
tied for the company’s president award 
for 1951. The agencies were rated even 
in manpower, production, persistency, 
and expense. Both Mr. Foster and Mr. 
Tice were appointed general agents in 





ia Ps egg speakers include A. J. Mc- 
. ’ ndless, president; Cecil F. Cross, vice- 

State Mutual President's president and director of agencies; H. 
J. Shaffer, 2nd vice-president and man- 

Cup to Halgren Agency ager of agencies; H. Lewis Reitz, vice- 


president; George M. Bryce, secretary; 
W. T. Plogsterth, director field service; 
L. S. Wright, general agent, Indian- 
apolis; L. C. Deason, general agent, 
Hannibal, Mo.; H. W. McMurtrie, super- 
visor, Salem, IIl.; F. J. Mellinger, South 
Bend, Ind.; Noboru Honda, Chicago; 
R. A. Isaacson, Salt Lake City. 


H. Ladd Plumley, president of State 
Mutual, presented the company’s Presi- 
dent’s Cup for 1951 to the Ross M. 
Halgren agency of Indianapolis at a 
luncheon attended by 30 Indianapolis 
business and professional leaders. Pre- 
siding at the meeting was 'R. H. Denny, 
vice-president and agency director. 

Mr. Plumley reported, in making the 
award, that the 1951 production of the 
agency was the highest in its 55-year 
history and that while company produc- 
tion has increased about four times since 
1934 when Mr. Halgren took the Indian- 
apolis agency, the agency’s production is 
now seven times the 1934 level. 


Benscoter Leads Provident 

Benscoter agency for Provident Mu- 
tual Life, Detroit, totaled $960,000 in 
paid production for May to lead all com- 
pany agencies for the month. Dorothy 
S. Reynolds was top producer. 


N. Y. Life Milwaukee Parley 


Walter Weisinger, vice-president for 
agency relations of New York Life, 
New York, led a panel of company 
speakers at a state-wide business and 
educational conference for agents at 
Milwaukee. Arrangements were in 
charge of Verne S. Stafford, Milwaukee 
manager and Donald L. Wulz, associate 
manager for that section of Wisconsin. 


Columbian National Leader 


The Vogel agency of Columbian Na- 
tional Life, Newark, led all company 





National Associates, Mutual 
Benefit Club, Plans Meet 


National Associates, top production 
club for Mutual Benefit Life, will hold 
its annual convention July 4-5 at Roan- 
oke. Speakers will include: Alfred J. 
Lewallen, general agent, Miami, and 
club president; H. Bruce Palmer, exec- 
utive vice-president; Richard E. Pille, 
vice-president of agencies; John D. 
Brundage, director of agencies; John J. 
Magovern, Jr., vice-president and coun- 
sel; Mildred F. Stone, director of policy- 
owner services, and club secretary. 











American Gen’'l Agents Meet 


American General Life of Houston 
held its annual convention at. Camp 
Waldemar, Hunt, Tex., with more than 
200 agents and wives attending. Rev. 
Sam L. Joekel, Austin Theological Sem- 
inary, spoke on “How to Become an 
Ideal Citizen” and B. N. Woodson, 
managing director of N.A.I.U., on “More 
Power to You.” 

Frank Bell, Abilene, was awarded the 
cup as the outstanding agent and Elton 
Plowman, Lubbock, won the Legion- 
naire Cup, having produced more than 
$750,000 his first year in the business. 
C. M. Willoughby of Liberty and Coy 
Smith of Jacksonville tied for the title 
of outstanding freshman agent. 








Aetna Regionaires Set Meets 


Corps of Regionaires, top production 
club for Aetna Life, will hold four-day 
conferences at Lake Tahoe, Cal., June 
18-21; Bretton Woods, N. H., June 26- 
29, and Mackinac Island, Mich., July 
6-9. Company general agents and home 
office representatives will also attend 
the meetings. 








Provident Mutual Favorites 


The 1953 calendar series of Provident 
Mutual Life will feature six all-time 
favorite subjects from the company’s 
fine art series which was started in 1937. 
The popularity was gauged by the num- 
ber of requests received for extra prints 
of certain subjects. Provident Mutual 
distributes approximately 180,000 copies 
of these calendars each year. 





". +. open Monday in Baltimore. You 
can reach me at the largest hotel... 
what? ... Where I always stay, The 








DOORWAY TO SUCCESS... 


Our 238 Junior and Senior Dynamo Club Members averaged 
over $350,000 of Ordinary Life business during 1951 


The s 46 Reason 
WE HAVE: 


A. A WELL-TRAINED SALES ORGANIZATION 
B. ARMED WITH EXCELLENT SALES TOOLS 


and 
HIGHLY COMPETITIVE SALES MERCHANDISE 
C. A LIBERAL COMPENSATION PLAN ... INCLUDES 


1. Free Hospitalization 

2. Group Insurance up to $6,000 

3. A Non-Contributory Pension Plan 
4. Disability Benefits 


PLUS: Hour Decades of Progress 


1912 TO 1952 


1. AN ALL TIME HIGH IN NEW SALES, $116,000,000 IN 1951 
(Includes re-instatements and revivals) 


2. HALF A BILLION DOLLARS OF INSURANCE IN FORCE 

3. COMPLETE MUTUALIZATION 

4. THE COMPLETION AND OCCUPANCY OF OUR NEW 
$3,000,000 HOME OFFICE BUILDING 


The progress of Pan-American Life Insurance Company is meas- 
ured by the ability and success of its agency organization. 






For Information, Address: 


CHARLES J. MESMAN 


Superintendent of Agencies 


CRAWFORD H. ELLIS 


President 





EDWARD G. SIMMONS 


Executive Vice-President 


PAN-AMERICAN 
LIFE INSURANCE CO. 


KENNETH D. HAMER 
NEW ORLEANS, U.S.A 


Vice-President & Agency Director 
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AMONG COMPANY MEN 





Metropolitan Names Central Standard 


Creagh to Chicago 
Post: Almy Retires 


Metropolitan has promoted Charles 
E. Creagh, manager Rock City, Nash- 
ville, district. to superintendent of 
agencies at Chicago to succeed Emile 
P. Arnautou, who transfers to the At- 
lantic coast, replacing G. Hoyle Wright. 
Mr. Wright moves to New York City 
to succeed John Almy, who has 
retired after 42 years with the com- 
pany. 

Mr. Creagh has been with the com- 
pany as assistant manager, sales super- 
visor, agency supervisor, and district 
manager since 1930. Mr. Almy had been 
superintendent of agencies for Metro- 
politan since 1924. 


Appoints Johnson 


Central Standard Life has named 
Henry G. Johnson assistant agency di- 
rector, and Edward W. Engelcke direc- 
tor intermediate division of agencies. 
Since 1938, Mr. Johnson had _ been 
agency secretary and assistant director 
of agencies Illinois Bankers Life. Mr. 
Engelcke was formerly with the same 
company as superintendent intermediate 
division of agencies. 

The company has also appointed the 
following within the agency department: 
Donville S. Fairchild, secretary; Roy H. 
Carlson, director industrial division, and 
Benjamin Getzoff, director field service. 

Mr. Fairchild entered the business in 
1924 with Bankers Life of Nebraska, 
and later joined Woodmen of the World 
Life. In 1932, he was named chief un- 





and 


Nate Kaufman \. 
Life and Qualifying Member 






dulian W. Schwab 
life Member 





H. Bruce Veazey 
life and Qualifying Member ° 





Warren E. Brougher 
Qualifying Member 





Everyone at Indianapolis Life is proud of our 
four members of the famous Million Dollar 
Round Table of Life Underwriters. Con- 


gratulations to them on an honor well earned. 


INDIANAPOLIS LIFE 


INSURANCE 


COMPANY 


Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 





AGENCY OPPORTUNITIES IN Illinois, Indiana, lowa, Ohio, Michigan, Minnesota, Texas 








“UATE HERA 





S | 
Pacific 
Meutuc!l 





1951 Financial Report 


Ours shows a lot of fine figures. For instance: 


Payments to Policyholders............ $34,333,400 

New Life Insurance..............++- $195,955,365 

Total Life Insurance in Force.......... $1,208,616,015 
All three are all-time highs! 


LIFE INSURANCE COMPANY 
HOME OFFICE—LOS ANGELES, CALIF. 
Doing business only through General Agencies 
located in 41 states and the District of Columbia 











UTNE AANA 








derwriter and assistant actuary Service 
Life of Omaha. He went with Central 
Standard in 1950 as manager A. & H. 
department. 

Mr. Carlson has been with the com- 
pany since last year. He was formerly 
assistant district manager John Han- 
cock. Mr. Getzoff joined the company 
in 1938, and became manager sales pro- 
motion in 1946. Keith J. Naselius, the 
new field service assistant, was formerly 
with Illinois Bankers Life. 





Continental Names 
Four as Assistant 
Supts. of Agencies 


Continental Assurance, incident to 


reapportionment of midwestern terri- 
tories for agency development and ad- 
ministrative purposes, has promoted four 
men from its agency staff to assistant 
superintendents of agencies. 

They are Paul 
agency secretary; 


C. Green, formerly 
Kenneth P. Quinn, 





Paul C. Green 


William P. Bell and Robert P. Hale, 
all previously agency supervisors. Mr. 
Green has been placed in charge of 
branch offices and_ specified general 
agencies in Pennsylvania, Michigan 
and Ohio. Mr. Quinn has been assigned 
northern Minnesota, North and South 
Dakota, Nebraska and specified agencies 


Kenneth P. Quinn 





Bell 


William P. 


Robert P. 


in Iowa. Mr. Bell will supervise west- 
ern Missouri, Kansas, Colorado and part 
of Iowa. Mr. Hale has been assigned 
southwest Texas, Arkansas, Oklahoma 
and New Mexico. 

Mr. Green joined Continental in 1948 
following a period with Guarantee Mu- 
tual in the policyholders service and 
conservation departments. For a few 
months he was a Continental group sales 
and service representative, then moved 
into agency work. He took his M-:S. 
in business administration at Harvard 
following air corps service. 

Mr. Quinn joined the company in 
1951 as agency supervisor. He started 
in 1940 as an agent of New York Life 
and in 1946 went with Occidental of 
California as Cedar Rapids general 
agent. 

Mr. Bell went with Continental in 
1951 as agency supervisor. After navy 
service, he joined Equitable Society in 
1946 as an agent, eventually becoming 
field assistant. 

Mr. Hale joined the company in 1948 
as a life department manager at Gary, 
Ind. In 1949 he became agency super- 
visor for the Chicago branch, remaining 
there until his assignment to Texas in 
1951. He is a graduate of University of 
Texas, and was with Western & 
Southern Life 1940-1948, except for 
air corps service. 








Smith New Franklin 
Agency Organizer 


Franklin Life has appointed Keith S 
Smith, production leader since joining 
the company in 1950, national agence 
organizer. Mr. Smith will select map. 
agers and general agents for agency 
development in strategic company terrj. 
tories. 

He entered the business as a part. 
time producer with Northwestern My- 
tual Life in 1937, while teaching at Kan- 
kakee, Ill. In 1941 he joined John Han- 
cock, and the following year, his first 
as a full-time producer, ranked second 
in paid production. He has been a mem. 
ber Million Dollar Round Table since 
1944. His 1946 production totaled g9 
million. 





Kansas City Life Appoints 


Langston Tax Supervisor 


Kansas City Life has appointed James 
T. Langston, assistant secretary and 
personnel director, supervisor of com- 
pany tax matters. He will be succeeded 
as personnel director by K. E. Martin. 

Mr. Langston joined the company as 
tax attorney in 1934, and became as- 
sistant secretary and personnel director 
in 1946. Mr. Martin has been with the 
company since 1931. 





Lutheran Mutual Promotes 
Meyers to Treasurer 


Lutheran Mutual Life has advanced 
Paul Meyers to treasurer to fill the va- 
cancy created by 
the death of F. W. 
Studier. Mr. Meyers 
has been assistant 
treasurer since 1946. 
He has just cele- 
brated his 25th year 
with the company. 
From 1927 to 1936, 
he worked in the 
accounting depart- 
ment and in 1936 
was transferred to 
the investment de- 
partment. 

The company has 
named Walter E. 


Paul Meyers 


* Veith of Davenport to fill the vacancy 


on the board. He is in the investment 
business. 


N.W. Mutual Names McTigue 


Asst. Director of Agencies 


Robert J. McTigue of Webster City, 
Ia., has been appointed an assistant di- 
rector of agencies 
of Northwest- 
ern Mutual Life. 
He will have 15 
general agencies 
under his sponsor- 
ship. 

Mr. McTigue 
joined Northwest- 
ern Mutual at 
Sioux City, Ia, 
following his grad- 
uation in 1941 from 
Iowa State College. 
After military serv- 
ice he joined his 
father, F.-B. Mc- 
Tigue, in his district agency at Fort 
Dodge, Ia. Since 1947, he has been a 
soliciting agent at Webster City. He has 
won a number of production honors, in- 
cluding the bronze, silver and gold but- 
ton awards. 

At Northwestern Mutual’s conven- 
tion in 1951, he was featured as one of 
five members of the McTigue insurance 
family of Iowa, who have insured more 
than 4,000 people for nearly $16 million. 


Prudential Promotes Plumb 


Prudential has advanced John. J 
Plumb, associate director field training, 
to director. Mr. Plumb joined the 
actuarial department in 1938, and later 








R. G. McTigue 
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transferred to settlement options. Fol- 
lowing naval duty, he became assistant 
manager, and then manager at Newark. 
He was appointed associate director field 
training last year. 


Mutual Life Names 
Learson to Head 
Operations Section 


Mutual Life has promoted Richard J. 
Learson, associate manager of selection, 
to vice-president for the new office 








R. J. Learson V. F. Lechner 


operations department. The company 
has also advanced J. McCall Hughes, 
controller, to vice-president and con- 
troller, and George Wilgus, director of 
personnel, to manager of personnel. 
Other promotions: Vincent F. Lech- 
ner, associate comptroller, to manager 
ofice operations; A. H. McKinley, 


manager policy payments, to senior of- 
ficer; George A. Cole, assistant secre- 
tary, to director policyholder service; 
Robert L. McCaffery, administrative 
assistant, to director accounting and 
statistics. 

Mr. Learson entered the business 


~ 











J. McCall Hughes 


in 1926 with John Hancock. In 1943, he 
was named assistant actuary Western 
and Southern Life, and later became 
vice-president and actuary. He has been 
with Mutual Life since 1950. . 

Mr. Lechner joined the company in 
1915, and became bookkeeper in 1920. 
He was appointed assistant treasurer in 
1941. He was named assistant comp- 
troller in 1944, and associate comptrol- 
ler in 1946. Mr. McKinley has been 
with the company 43 years. He has been 
manager policy payment division since 
1946. 


A. H. McKinley 





Southland Life has named James B. 
Goodson administrative assistant. He 
was formerly with an investment firm. 





WANT ADS 








make payment in advance. 


es—$ inserti ! inch minimum. Limit—40 words per inch. Deadline Tuesday 
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TO MR. SUPERVISOR: 


There is an exceptional opportunity 
available for you in a leading, live 
wire, Life Insurance Agency, located 
in Detroit, Michigan. Present staff 
knows of this opening. If you are 
between ages 30 to 45, please write 
us about yourself. We promise that 
all inquiries will be kept confiden- 
tial. Address L-96, The National 
Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 


AGENCY SUPERVISOR 
WANTED 


We are an Illinois Company and we want 
@ man who can extend our production 
force for us in Illinois. Outstanding oppor- 
tunity for the man who can produce re- 
sults. Compensation is based on salary, 
bonus and necessary traveling expenses. 
All inquiries treated confidentially but give 
full particulars as to age, experience in 
the life insurance business and expected 
remuneration. Address L-91, The National 
Underwriter, 175 W. Jackson Blvd., Chicago 
4, ll. 











WANTED 
Manager for Home Office 


Accident & Health 
Department 


for a Southwest Life Insurance Company. Here's 
a real opportunity. This is a new department 
and need an experienced man in Accident 
and Health to design policies and sales ma- 
terial. Write us about yourself. Your inquiry 
will be kept confidential. Address L-63, The 
National Underwriter, 175 West Jackson Blvd., 
Chicago 4, Illinois. 











WANTED: 
SALES PROMOTION MANAGER: 


To take full charge of an established Sales Promo- 
tion Department of a year old, rapidly expand- 
ing, billion dollar Life and A & H company. A 

background in both Life and A & H highly 
desirable but not imperative. Sales experience help- 
ful. Address L-75, The National Underwriter, 175 
W. Jackson Bivd., Chicago 4, IIlinois. 








PENSION SALESMAN 


Pension salesman to represent midwestern in- 
surance company. Write stating qualifications, 
schooling, experience, age and desired salary. 
Address L-88, The National Underwriter, 175 
West Jackson Blvd., Chicago 4, Illinois. 








SUPERVISOR WANTED 


Established Florida Agency — expanding 
rapidly. Needs Supervisor — good future. 
Give experience in detail, age, etc. Box 
L-92, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 








CASHIER WANTED 
Experienced Cashier — Florida General 
Agency. Give experience, age, etc. Box 
L-93, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 








A & H OPPORTUNITY WANTED 


Home Office Agency Department position 
wanted in A & H or Life field. 16 years suc- 
cessful experience as agent, general agent and 
in home office. Excellent references. Age 40. 
Salary secondary to opportunity. Address L-87, 
The National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 








AVAILABLE 


Aggressive and enthusiastic forty year old 
family man seeks a permanent home office 
position. Twelve years life experience, six in 
home office and branch supervision, recruiting 
and training at agent and manager level. 
Willing to travel. Address L-97, The National 
Underwriter, 175 W. Jackson Blvd., Chicago 








4, Illinois. 








CrVIni 








a GREAT People in a 
GREAT Section of our 
Nation... the SOUTHWEST 


Great Southern Life and Great South- 
erners are working hand in hand for the 
welfare of men, women, children and 
families in the four great states com- 
prising Great Southern Territory. 


Together, they have an established 
reputation for service, strength, pro- 
gressiveness and security that is bring- 
ing more and more policyowners into 
the Great Southern fold every year. 


Great Southern offers career life un- 
derwriters unexcelled opportunities in 
their chosen field. In addition to ex- 
cellent sales tools and a portfolio of 
life insurance plans to meet every 
need, Great Southerners participate 
in a most comprehensive, non-contrib- 


utory AGENTS BENEFIT PLAN. 


The Great Southern Plan 


1... builds a substantial retirement income 
for life. 


2... provides for an unlimited life insurance 
death benefit, which becomes payable 
as 


3... disability income in event of total and 
permanent disability before retirement. 


4... provides generous hospitalization and 
surgical benefits for himself and his 
immediate family. 


GREAT SOUTHERN 


INSURANCE COM 


HOME OFFICE HOUSTON 1,7E 
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NEWS OF LIFE 


ASSOCIATIONS 





Leonard Moran President 
of Arizona Association 


Arizona Assn. of Life Underwriters at 
its annual meeting at Phoenix elected 
these officers who will be installed at 
the July meeting: President, Leonard 
Moran, National Life of Vermont; vice- 
president, C. R. Igoe, Aetna Life; sec- 
retary, Jack G. Williams, Penn Mutual; 
treasurer, Calvin E. Orwig, Prudential. 
New directors are Allyn Watkins, New 
York Life; Harold L. Hiner, United 
Benefit, and William W. Clore, New 
England Mutual. 

William R. Pyper, National Life of 
Vermont, chairman of the committee 
on public information, reported on the 
successful completion of a series of lec- 
tures before business administration 
calsses at 


Arizona State College at 


Life with 


Tempe. R. C. Bauerbach, Equitable So- 
ciety, spoke on “Programming and Set- 
tlement Options;” Mr. Pyper on “Estate 
Planning,” Harold F. Vinson, North- 
western Mutual, “Uses of Life Insurance 
for Estate and Income Taxes;” Mr. 
Clore, “Building an Agency as a General 
Agent and as a Company Manager;” 
Frank P. Gibney, Jr., Equitable, “Group 
Insurance Uses.” 

Two association members are running 
for the Arizona state senate, Tom Lillico, 
Mutual Life, Democrat and Mr. Pyper, 
Republican. 

Herschel M. Alton, Kansas City Life, 
chairman of the L.U.T.C. committee, 
presented a short film describing the 
methods used and results accomplished. 





Charleston Has Large Crowd 


There were more than 100 attending 
the spring sales congress of Charleston 





H. R. BUCKMAN, C.L.U. 


® Life & Qualifying member Million Dollar Round Table 
@ 152 consecutive months on Honor Roll 

@ Leader in Paid Volume 12 out of 16 years 

@ 6 time winner National Quality Award 






... and in 1951 the Buckman Agency posted the largest 
annual paid volume of any agency in our 42 years. This 
outstanding record demonstrates the successful combina- 
tion of a keen, aggressive sales group, and an attractive, 


salable product. 


INSURANCE COMPANY OF AMERICA 
HOME OFFICE: MILWAUKEE é 











MORE THAN 1,800,000 POLICIES IN FORCE 
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(W. Va.) Life Underwriters Assn. This 
year the Charleston group invited the 
Civitan Club and the newly formed 
Sales Executives Club to attend the 
luncheon for which the speaker was 
C. T. Burg. Attendance at the luncheon 
was more than 400. 


Jack White New President 
Of Los Angeles Association 


Life Underwriters Assn. of Los An- 
geles elected officers at a breakfast June 
12. The slate includes: President, Jack 
White, Prudential; first vice-president, 
Edward Neisser, Massachusetts Mutual; 
second vice-president, Robert B. Ogden, 
Jr., Occidental of California; secretary, 
Fred W. Pierce, Connecticut General; 
directors, Henry W. Bent, Connecticut 
Mutual; Charles E. Brauel John Han- 
cock; Fred D. Byers, Aetna Life; 
Charles P. Houseman, Guardian Life; 
Mark S. Trueblood, Union Central; 
Reed Zimmerman, New York Life. 

Lee R. Marsh of the Jack White 
agency talked on “What Do You Want 
Out of Life.” 


M.D.R.T. Panel at Buffalo 


John Pennington, general agent of 
State Mutual, was moderator of a dis- 
cussion panel on economic problems of 
life insurance at a luncheon meeting of 
Buffalo Life Underwriters Assn. 

The panel was composed of Buffalo 
members of the Million Dollar Round 
Table: Peter T. Allen, Roswell P. 
Bagley, Chauncey D. Cowles, Jr., Joseph 
N. Desmon, Edwin R. Erickson, Harold 
D. Farber, Don Gibson, Clay W. Ham- 
lin, Clayton T. Knox, John T. Propis, 
Walter A. Schworm, Bruce Sweet, 
Maurice S. Tabor, Laurence G. The- 
Lees Herbert G. Vogt and Chandler 
Vells. 


Wis. Training Conference 


Wisconsin Assn. of Life Underwriters 
will hold its leaders’ training confer- 
ence for local officers, directors and 
committee chairman at Elkhart Lake, 
June 27-28. Arrangements are in charge 
of E. C. Ebersol, Lincoln National, Mil- 
waukee, administrative vice-president and 
president-elect of the state association. 
Directors of the state association will 
meet with state officers the afternoon 
before the general meeting. 


Reelect W. R. Robertson 


William R. Robertson, general agent 
for Massachusetts Mutual Life was 
reelected president of Boston Life Un- 
derwriters Assn. at the annual meeting. 

Merlin J. Ladd is 1st vice-president, 
and Robert E. Turner, 2nd _ vice-presi- 
dent. 

During 1951, 185 members’ were 
awarded National Quality Awards, the 
largest number ever. Sadler Hayes, Penn 
Mutual Life, New York City, spoke. 














Pittsburgh — John J. Grove, director 
public relations Allegheny Conference 
on Community Relations, will talk on 
‘Pittsburgh’s Renaissance” June 19. 

Philadelphia—C. Carney Smith, gen- 
eral agent Mutual Benefit Life, Wash- 
ington, D. C., will discuss “The Power 
of Purpose” at the June 19 meeting. 

Memphis—Clyde R. Welman, National 
Life of Vermont, has been elected presi- 
dent; James K. Pace, Reliance Life, first 
vice-president; Paul G. Pindexter, Inter- 
state Life & Accident, second vice-presi- 
dent; B. D. Hughes, Jr., Equitable of 
Iowa, secretary; E. Samuels, Provident 
Mutual, treasurer. 

Winston-Salem, N. C.—Louis Daven- 
port has been installed as president; 
Vernie R. Snider and Lawrence Man- 
gum, vice-presidents, and John Googe, 
secretary. 

La Crosse, Wis.—Western Wisconsin 
association has elected Harold E. Krause 
president to succeed Gertrude Valier, 
North American Life & Casualty; Nor- 
man Scott, Equitable Society, vice-presi- 
dent, and Ford Stickler, Bankers of 
Iowa, secretary. Wives of members were 
guests at a dinner and social hour. 

Oakland, Cal.—Melvin E. Wogoman, 
Prudential, is slated to be elected presi- 
dent of the Oakland-East Bay associa- 
tion at a luncheon June 13. Harry R. 








Pinney, Bankers of Nebraska, is the 
nominee for first vice-president and 
program chairman; Frederick I. Lincoln 
Lincoln National, second vice-president 
and membership chairman, and George 
T. Loher, Jr., Western Life, secretary. 
treasurer. 

Sioux Falls—James M. Lemonds, Equi. 
table of Iowa, was made an honorary 
member in recognition of 44 years in 
the business. E. J. Callaghan, manager 
North American L. & C., was elected 
president; Bruce Gay, vice-president, ang 
Norman Stordahl, secretary-treasurer, 
Emporia, Kan,—The training school for 
new Officers, sponsored by the state asgo. 
ciation, will be held June 21. 








Provident Mutual Ups Issue 


Ages to 70 for Several Forms , 


Provident Mutual Life has extended 
issue ages for a number of policies from 
65 to 70. These are ordinary life, 15- 
payment life, 10-payment life, 15-year 
endowment and 10-year endowment, 





Glasgow Memphis President 


Ben E. Glasgow, Guardian Life, has 
been elected president of Memphis Life 
Managers Assn., succeeding William F, 
Hughes, Massachusetts Mutual. Thomas 
M. Harris, Pilot Life, is vice-president, 
and R. P. Koehn, New York Life, sec- 
retary. 


Political Review at L. A. 


Phil Ault, assistant managing editor 
Los Angeles Mirror, told Los Angeles 
managers of the way things happen at 
the national political conventions. 

Vice-president George Walker of Pru- 
dential in western home office pre- 
sented the program of the “Los An- 
geles plan,” patterned after that suc- 
cessfully used in Ohio, to get voters to 
register and then vote at the Novem- 
ber election. The program is on an en- 
tirely non-partisan basis. 

The association will hold its play- 
day June 27, and the next meeting will 
be on Sept. 23. 


John Hancock Plans Outing 


Special trains will carry 2,000 John 
Hancock home office employes to the 
company outing, June 17, at Lake Pearl, 
Wrentham, marking Bunker Hill Day. 
Prizes will be awarded winners in activ- 
ities ranging from golf to bridge. 


Colonial Life Holds Meet 


Colonial Life general agents from 
New York and New Jersey held a day- 











long session at the home office re- 
cently. Speakers were Richard B. 
Evans, president, and Eric Johnson, 


vice-president. The educational confer- 
ence for the ordinary department will be 
held next year at White Sulphur 
Springs. 





Seattle managers have elected Dono- 


van F. Moore, Union Central Life, 
president; Kendrick C. Hawkes, Mu- 
tual Life, vice-president, and Noyd A. 


Leonard, Reliance Life, secretary-treas- 


RECORDS 


As a result of a sales campaign hon- 
oring the seventh anniversary of Vice- 
president Robert A. Furbush, the in- 
dustrial agencies of American National 
wrote in flve weeks 65,225 applications 
for $35,874,952 of industrial and or- 
dinary life. This is a substantial gain 
over the previous year. 

New paid business for April for Pa- 
cific Mutual Life was up 34% over April 
of last year. 

New paid business for May for Phila- 
delphia Life totaled $5,039,373, a 25% 
gain over May of last year, and a record 
for the month. New business for the 
first five months reached $17,638,027, @ 
15% gain over the first five months of 
last year. 

New paid business for May for Great- 
West Life exceeded $22 million. 

Insurance in force for North American 
Life of Chicago has reached $150 million, 
a 50% gain since 1947. 
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STIMULATING GENERAL BROKERS 





Life, A. & H. Insurance Opens Up New 
Field for “Business Interruption” Cover 


JAMAICA, N. Y. — “Business inter- 


ruption insurance,” a term well known 
to general insurance men, was given a 
new twist for the benefit of brokers by 
Nelson Broms, manager of the Levine 
agency of Security Mutual Life of Bing- 
hamton, N. Y., in New_York City at 
a meeting of the Queens County Brokers 
Assn, here. ‘ 

Mr. Broms showed how business in- 
terruptions due to death, accident, or 
sickness can be as disastrous to a busi- 
ness as those caused by fire, windstorm, 
or any of the other physical hazards. 

Using the theme, “Crime Does Not 
Pay,” Mr. Broms said it was a “crime” 
for a general insurance broker to let 
some other producer slip in and write 
life insurance, accident, or sickness cov- 
erages on the broker’s clients. First, the 
outsider may sell the wrong type of in- 
surance. Second, he may work himself 
into the buyer’s confidence to the extent 
of taking over general insurance lines 
in addition to the personal insurance 
coverages. 


Service Is Stock in Trade 


“Most general insurance men want to 
render good service, as that is their 
main stock in trade,” said Mr. Broms. 
“It is not giving good service to. ‘et 
someone else come_in 
ages the brg 
written.” 


first when the broker is getting under 
way but is by no means impracticable 
as soon as there is enough business so 
that clerical help in the office can take 
care of most of the details, leaving the 
broker himself adequate time to solicit 
life and A. & H. coverages. 


Credit May Be Jeopardized 


Business interruption that can be 
covered by personal insurance includes 
situations where the continuation of the 
business ‘would be jeopardized by the 
loss of a key man through accident, ill- 
ness or death. Sometimes credit would 
be impaired by such a loss. These haz- 
ards can be handled by insuring the key 
man, or in the case of life insurance 
where a key man is an owner, they can 
be handled by agreements, funded by 
business life insurance, to guarantee the 
surviving partner’s ability to buy out 
the decedent’s heirs and continue the 
business. 

Where the business is a sole proprie- 
torship and the owner is active in the 
operation of the business, the situation 
calls for insurance, both A. & H. and 
life, on the proprietor. The motivating 
factor here is that if the proprietor is 
taken out of the picture by accident 
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@ Afiexible top-commission General Agent's 
contract which allows you to utilize all of 
your managerial and production abilities. 
@ Continuous supervision and advanced 
field training to all new agents you bring 
into the business. 

@ Effective visual presentation material 
on a variety of policy contracts which 
spurs new agents into immediate produc- 


@ A prestige-building advertising and 
promotion program tailored to fit any 
situation. 














PROTECTIVE LIFE 


OUR COMPENSATION PLAN: 
Includes liberal first-year and re- 
newal commissions; vested renew- 
als; life-time service commissions; 
providing a non-contributory re- 
tirement plan; hospitalization and 
surgical benefits; and a SPECIAL 
CASH BONUS FOR PERSIST- 
ENCY. 


OUR TRAINING PLAN: Includes 
continuous office and field train- 
ing in successful sales methods, 
consisting of a five-point learn- 
as-you-earn program. 

FLEXIBLE AGENCY OPERA- 
TIONS: Enables us to do things 
the way you want them done. 
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William J. Rushton, President 
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Harold R. Hutchinson, Exec V. P. 
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Program for Old Line Life 
Conference Is Announced 


Old Line Life of Milwaukee will 
hold its annual conference for leading 
producers at Edgewater Beach Hotel, 
Chicago, June 16-18. 

At the first business session, in charge 
of Paul A. Parker, agency director, 
J. H. Daggett, president, will welcome 
the agents. Speakers will be E. H. 
Mueller, Milwaukee, general agent of 
Provident Life & Accident, on “Greater 
Profits Today and Tomorrow,” and Earl 


M. Schwemm, manager of Great-West 
Life, Chicago, discussing “Sales Ideas 
for Today’s Market.” 

Monday night the Star Leaders Club 
banquet will be held. N. D. Hempe, 
Buckman agency, Milwaukee, will be 
installed as president; J. E. Clifford, 
Buckman agency, first vice-president, 
and Floyd L. Meyer, A. C. Meyer 
agency, Antigo, Wis., second  vice- 
president. President Daggett will pre- 
sent insignia and certificates to the 
qualifiers. 

Speakers Tuesday will be Robert W. 


Osler, vice-president of Rough Notes 
Co., on “What’s Ahead for Life Insur- 
ance,” C. G. Ashbrook, executive vice- 
president and director of agencies of 
North American Life, Chicago, “A 
Formula for Success,” and L. A. Stock- 
ing, Milwaukee attorney, “Money Mor- 
tality.” F. S. Talbot, educational direc- 
tor of Old Line Life, will be in charge 
of the business program. 

M. F. Ryan, vice-president, will pre- 
side at the breakfast session Wednesday, 
at which C. G. Kuebler, president of 
Ripon College, will speak. 


Future L.I.A.M.A. Dates 


L.I.A.M.A. has set the schedule for 
its combination company spring confer. 
ences through 1956. The dates are: 
1953, April 20-22; 1954, April 26-98. 
1955, April 25-27; 1956, April 30-May 2 

Next year the combination com. 
panies will meet at the Plaza hotel jy 
New York City. Future locations haye 
not been chosen. 

The following dates have been estab. 
lished for the large companies confer. 
ences: 1953, April 27-29, Hot Springs 
Va.; 1954, May 10-12, Quebec, : 
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clients te have a copy... 


If | were in the life insurance business today’’— 
Says HARVEY WEEKS, Vice President, Central Hanover Bank and Trust Company 
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You can give your prospects a new, fuller appreciation of life insurance 
and the many practical values it offers to living policyholders just by lend- 
ing them a copy of this outstanding book. It supplies, in clear, concise 
fashion, the right answers to the ““why’s” of life insurance. It tells why 
life insurance is just as much a form of property as real estate or stocks 
and demonstrates how life insurance is the only investment today that 
answers adgg 
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Day for $100,000 Minimum 
Surplus to Policyholders 
for A. & H. Insurers in Ill. 


requirements for 
companies writing A. & H, and hos- 
pitalization insurance in Illinois were 
advocated by Director Day in an ad- 
dress before Illinois State Bar Assn, at 
Springfield. . et 

He said his department 1s considering 
requesting legislation which would ce= 
quire that, after a reasonable waiting 
period, companies should be prohibited 
from writing such types of insurance 
in Illinois unless they had a minimum 
of $100,000 in surplus to policyholders. 

He pointed out that some companies 
with much lower net resources are in- 
clined to be susceptible to promotional 
practices which are not in the best pub- 
lic interest. He said that in addition 
to avoiding improper exploitation of 
the public, “it is only through maintain- 
ing public satisfaction with commercial 
health insurance that we will be able 
& to avoid federal compulsory health in- 
surance. 

“We must continue to urge the pub- 
lic to avoid attempts to get something 
for nothing in insurance by falling for 
the exaggerated claims of fly-by-night 
salesmen or mail order advertisements. 

“In A. & H. and hospitalization in- 
surance, particularly, we are discour- 
aged to see how many people fail to 
take the precaution of dealing with 
agencies and companies which are 
known in the community and which are 
not interested just in that day’s sales, 
but, much more so, in maintaining a 
good, long term reputation for satisfied 
customers.” 


Indiana A. & H. Association 
Names Orwig; Plans Course 


Indiana Assn. of A. & H. Under- 
writers has elected Spafford Orwig, Or- 
wig & Associates agency, president; N. 
E. Sappenfield, Central Standard Life, 
vice-president, and Robert Berry, Hoo- 
sier Casualty, secretary-treasurer. All 
are of Indianapolis. 

The Disability Insurance Sales Course 
has been set for Sept. 15-20 at Purdue 
University, Lafayette. The course will 
cover 25 classroom hours. Tuition and 
texts will be $50; housing, provided 
by the university, $6-7; maximum en- 
rollment, 60. 


Sonin to Western A. & H. 
Post for Fireman's Fund 


John E. Sonin has been named 
A. & H. superintendent in the western 
department of Fireman’s Fund group. 


Higher financial 











i with Continental 


He succeeds the late Joseph Burns, 
Mr. Sonin started his insurance career 

( Casualty and later 

was with Reserve of ‘Chicago, becoming 

A. & H. department manager. When 

Reserve’s A. & H. business was rein- 

sured by American Income of ‘Chicago, 
Mr. Sonin went with that company as 
assistant secretary. 





| Hear Reinke, Lane at Austin 


Austin (Tex.) Assn. of A. & H. Un- 
derwriters heard Earl Reinke, Metro- 
politan Life, discuss the “Responsibility 
of the A. & H. Underwriters.” 





He said that if A. & H. salesmen and 

the companies they represent fail to 
render a conscientious service to income 
€arners in providing income disability for 
each situation which may develop then 
the salesmen and the companies will 
have no right to complain if the gov- 
ernment steps into the field. 
_ He said few realize that disability 
imcome is tax free. He stressed that 
people are not interested in policies but 
in benefits. 

Carl H. Lane, General American Life, 
St. Louis, who was speaking at the 





disability insurance sales course at the 


University of Texas, on business A. & 
H. insurance, also gave his talk to the 
Austin association. 

At the conclusion of the DISC ses- 
sion, certificates were presented to 21 
students by L. C. Woodham, president 
of Texas Assn. of A. H. Under- 
writers, 





Morris Milwaukee President: 
Siegner Heads State Assn. 


MILWAUKEE~—At the annual meet- 
ing of A. & H. Underwriters of Mil- 
waukee, Robert G. Morris, Loyal Pro- 
tective, was elected president to succeed 
C. C. Raisbeck, Washington National. 
Thomas E. Callahan, Time, a director 
of the International association, was 
reelected first vice-president; J. H. 
Doolan, Loyalty group, second vice- 
president; Richard E. Mueller, Provident 
Life & Accident, treasurer, and Leo E. 
Packard, Continental Casualty, reelected 
secretary for the 16th time. 

New directors are E. C. Ebersol, Lin- 
coln National; George A. Kvnutsen, 
Mutual Life; Elmer Hammer, North 
American Life & Casualty; S. L. Hor- 
man, Time; Morris G. Olson, Conti- 
nental Casualty; Thomas Malone, Time, 
and Syd S. Yaudes, Catholic Knights 
of Wisconsin. Messrs. Packard and 
Malone were chosen delegates to the 
International convention. 

Wisconsin Assn. of A. & H. Under- 
writers also held its annual meeting 
here the same day. A. H. Siegner, 
Business Men’s Insurance, was named 
to succeed A. L. Anderson, Massa- 
chusetts Protective, as president; E. G. 
Malone, Time, was elected treasurer, 
and Leo E. Packard was reelected sec- 
retary. Regional vice-presidents are 
Gibson Wright, Eau Claire; J , 
Goelz, Fond du Lac, Richard Jensen, 
Green Bay, all with Continental Casualty; 
Morris J. Reese, Business Men’s Assur- 
ance, Madison; S. L. Horman, Time, 
Milwaukee, and Warren H. Davis, Time, 
Racine. Mr. Anderson becomes chair- 
man. 


New Conference Members 


All-American Casualty of Chicago, 
Lincoln Mutual Life & Casualty, Fargo, 
N. D., and State Farm Life, Blooming- 
ton, Ill., have joined the H. & A. Under- 
writers Conference. Total membership 
‘is now 176 companies. 


Wright Eau Claire President 


Newly elected officers of Eau Claire 
(Wis.) Assn. of A. & H. Underwriters 
are Gibson Wright, Continental Cas- 
ualty, president; Carl Bylander, Wash- 
ington National, vice-president; Robert 
Buttenhoff, Continental Casualty, treas- 
urer; George R. Welter, Washington 
National, secretary. 


Wallace at San Antonio 


San Antonio Assn. of A. & H. Under- 
writers, heard Travis T. Wallace, presi- 
dent of Great American Reserve, give 
his talk, “The Insurance Salesman 
Should Be Ambidextrous,” which made 
a big hit at the A. & H. meeting of 
L.I.A.M.A. at Chicago. 

He emphasized that the insurance 
salesman who does not sell A H. 
insurance while he sells life insurance 
is losing money. 














Form Racine-Kenosha Assn. 


Officers of Wisconsin Assn. of A. & 
H. Underwriters met with agents from 
Racine and Kenosha at Racine to or- 
ganize the Racine-Kenosha association. 
Warren H. David, Time, was elected 
president; Alex S. Dorman, Continental 
Casualty, vice-president, and Roger G. 
David, Time, secretary, all of Racine. 
Charter members are from Racine, 
Kenosha, Union Grove, Janesville and 
Burlington. 


Conn. Mutual Publication 
Put Out for Beneficiaries 


Connecticut Mutual has developed a 
new publication called “Benefits,” espe- 
cially for beneficiaries, which it believes 
is the first of its kind. 

Beneficiaries, the company said in 
announcing the publication, should be 
among the best “ambassadors of good 
will” for both the company and life 
insurance. It feels that by furnishing 
this group with interesting facts and in- 
formation, they will be encouraged to 
talk more with their friends about the 
benefits life insurance brings them. 









































America’s first Defense Work- 
ers were the Committee of 
Safety ...a group of patriots 
who lek their normal occupa- 
tions to devote their full time 
to equipping the Revolutionary 
Army. 

Today, their counterparts 
are those millions of American 
workers who have left their 
regular jobsand re-located their 
homes to work for America’s 
defense. 

Our hats are off to this large 
Army of American Workers— 
America’s modern Committee 
for Safety. 


ONE MAN COMMITTEE OF SAFETY 


Like the Defense|Worker, the 
Mutual Benefit Life counsellor 
is concerned with protection. 
He gives freely of his time so 
that others may enjoy a “pro- 
tected future.” 


THE 












DefenseWorker...4775! 


MUTUAL BENEFIT LIFE 


INSURANCE Reiaeiae ot ® ORGANIZED IN 1848 


300 BROADWAY, NEWARK, NEW JERSEY 


This first issue contained a message 
from President Peter M. Fraser, who 
mentioned that more than 20,000 people 
are now receiving income checks from 
Connecticut Mutual. He said they are 
probably interested in two things: (1) 
Receiving their income check promptly 
and (2) being sure that the company 
furnishing the income is in a sound 
financial condition. 

Editorial matter includes facts about 
the popularity of income settlement 
service, security of investments, benefits 
paid and information on social security 
and the Life Insurance Medical Research 
Fund. Beneficiaries are invited to visit 
the home office. 










The tools he works with make 
an ideal partner. His Anala- 
graph, for example, enables 
him to predict the financial 
future of. a client in terms of 
dollar needs. And because he 
has a variety of plans at his 
command, he is able to select 


precisely the right plan. 









THE RIGHT PLAN 
FOR DEFENSE WORKERS 





Many Defense Workers have 
benefited from the counsel of 
a Mutual Benefit Life expert. 
He is able to help them con- 
struct the right plan that takes 
into account their unique re- 
quirements. 

It is no wonder this “One 
Man Committee of Safety” is 
a respected member of his com- 
munity. He likes the work he’s 
doing and has the tools to do 
a good job. 
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LEGAL RESERVE FRATERNALS 





Fraternal Digest 
Lists Facts, Figures 


Current and comprehensive facts and 
figures on 203 fraternal benefit societies 
are presented in the new 1952 Fraternal 
Compend-Digest, just off THE NATIONAL 
UNDERWRITER press. In this annual 
reference book, the exhibit for each so- 
ciety is designed to show its financial 
and actuarial condition, the cost of in- 
surance to members, and the essential 
features of the contracts. For each so- 
ciety, it provides an analysis of the latest 
financial statement, and shows a five- 
year record of its mortality ratio, in- 
terest earned, admitted assets, insurance 
written, and insurance in force. 

Supplementing the financial data, is 
information concerning the officers, types 
of contracts issued, the territory in 
which the society is licensed, and a brief 
history of each. Special sections include 
a geographical index showing the so- 
cieties licensed in each state with their 
membership, a table ranking the so- 
cieties by insurance in force, data on 
social security and NSLI, and a list 
of societies which have changed their 
names or their status in previous years. 
The insurance in force on the various 
valuation bases is also summarized for 
each society to give a more complete 
picture of its financial status, The Fra- 
ternal Compend-Digest sells singly at 
$2.50 a copy and may be obtained from 
The National Underwriter Co., 420 
East Fourth street, Cincinnati, or any 
National Underwriter office. 





Milwaukee Congress Elects 


O. G. Dinsmore, National Mutual 
Benefit Life, was elected president of 
Milwaukee Fraternal Congress; John 
Rusch, Moose, vice-president; Lillian 
Eichholz, Western Bohemian, secretary; 
Lillian Sharen, Degree of Honor Pro- 
tective, treasurer; Merle Darrell, Wo- 
men of the Moose, chaplain, and Leon 
Colton, Modern Woodmen, sergeant-at- 


arms. Roe Walker, assistant superin- 
tendent of agencies of Northwestern 
Mutual Life, was a speaker. 





Fraternal Actuaries Hear 
from Bruce, Rugland, Taylor 


IR. E. Bruce of Harley N. Bruce & 
Associates delivered a paper covering 
the practical considerations of hospital 
insurance at the Fraternal Actuarial 
Assn. meeting at the Edgewater Beach 
hotel, Chicago. The paper dealt with 
some of the major pitfalls of hospitali- 
zation and confined itself to the “no 
limit” coverage plans. 

Walter Rugland, Aid Assn. for Lu- 
therans, reported on progress being 
made in preparation of a revised frater- 
nal annual statement blank. He is chair- 
man of National Fraternal Congress 
committee that represents fraternals on 
the revision. 

Robert H. Taylor, Taylor & Taylor, 
reported on a formula for disability 
premium on convertible term, and a 
formula for calculating true semi-annual, 
quarterly and monthly annuities. 

Miss Margaret Walker, Royal Neigh- 
bors, reported on questionnaires to 71 
fraternals in regard to the duties and 
responsibilities of the lodge financial 
secretary and the degree of control and 
check necessary by the home office. 

Kermit Lang, Equitable of Iowa, dis- 
cussed practical applications of calcu- 
lating punches to home office routines. 





Protected Home Circle 
Names Kohagan Sentinel 


Protected Home Circle has promoted 
Jesse F. Kohagan, state manager for 
Ohio, to sentinel and director to succeed 
the late William J. Wilson of Cleveland. 
Announcement of this was made at the 
opening session of the Ohio grand 
circle at Canton which was attended by 
President Joseph Spencer and other of- 
ficers. This climaxes a career as one of 
the most successful salesmen in the or- 





4 JOSEPH SPENCER, President 





PROTECTED HOME CIRCLE 


SHARON, PA. 


! FOUNDED IN 1886 


' A Legal Reserve Fraternal Insurance Society 


SHARON, PA. 


L. D. LININGER, Secretary 











der and manager of one of the largest 
and fastest growing districts. 

Mr. Kohagan started as a salesman in 
1911 in Cleveland. He became state 
manager of the Cleveland district in 
1920. He is the senior member of the 
full-time sales representatives in the or- 
der and each year since 1939 has been 
a member of the president’s $100,00 
club. He retires as state manager upon 
installation as director. 


Third Bloodmobile Donated 
by Natl. Fraternal Group 


A third bloodmobile will be presented 
by National Fraternal Congress to Red 
Cross at Schenectady on June 18. The 
presentation will be made by Ernest R. 
Deming, Sr., president of the Unity 
L. & A. of Syracuse, and vice-president 
of N.F.C. This machine is one of three 
purchased from funds donated to the 
American Red Cross. The first was 
presented to the Baltimore chapter and 
the second to the Red Cross chapter at 
Ft. Wayne. 


Mass. Mutual Agents Elect 
Jackson: Hear Schaaff Talk 


Massachusetts Mutual Life Agents 
Assn., meeting at Quebec, elected Royse 
W. Jackson, Detroit, president. Daniel 
Auslander, New York City, and Donald 
K. Kissinger, Peoria, were elected vice- 
presidents, and A. Jack Nussbaum, Mil- 
waukee, is the new secretary-treasurer. 

Addressing the leaders club, Charles 
H. Schaaff, vice-president, declared that 
it is fitting and proper for an agent to 
let a prospect know in a tactful and 
intelligent way how good he is. 


United Home Clarification 


In an article appearing in the June 6 
edition of THE NATIONAL UNDERWRITER, 
there is a story referring in part to 
United Home Life of Indianapolis in 
which it is stated that the company has 
received a number of complaints from 
members of Indiana State Assn. of Life 
Underwriters. A company official ob- 
jects that his company has not received 
complaints. He states that a complaint 
was lodged against one of the agents of 
the company and that it is true the in- 
surance department held a hearing at 
Richmond concerning this complaint, 
but the company was not cited or in- 
volved in the hearing in any way. 

The official says that the affidavits 
presented on behalf of the state associa- 
tion were not admitted in evidence by 
the deputy commissioner who conducted 
the hearing. 








Massachusetts Mutual Life has ap- 
pointed Robert C. Crago brokerage 
representative at Toledo. 





IT WAS IN 1885 


THE HIGHLY POLISHED POLES USED IN THE 


WAS ESTABLISHED 


OLD RED BRICK HOSE HOUSE WERE INVENTED 





























THAT WAS THE YEAR 
MODERN WOODMEN OF AMERICA 


What Modern Woodmen Has Done in Its Sixty-Nine Years 


1 Modern Woodmen now has a sixty-nine-year record of faithful 
service to insureds and beneficiaries. 


2 More than $760,000,000 has been paid in benefits. 


3 Our record of prompt payment is unsurpassed. 


4 Assets exceed $167,600,000 in a strong investment portfolio. 














oct [tft 





5 Twenty-five Modern Woodmen certificate forms are issued 
we insure every member of the family from birth to age 60. 


death. 








MODERN WOODMEN OF AMERICA 
ROCK ISLAND, ILLINOIS 


Those insured in Modern Woodmen automatically receive THE 
POLIO-PROTECTION PLUS at no extra cost. 
ceive immediate payment of $250.00 when polio 
strikes; an additional payment of $250.00 if 
the attack results in crippling after-effects or 
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COMPANIES 


Columbian Nationg] 
Marks 50 Years 


Nearly 600 persons attended a fp, 
ception and banquet at Boston Cele. 
brating the 50th anniversary of Colym. 
bian National Life. In addition to 4, 
home office staff and guests, 180 agen 
were brought down to Boston from q 
national three-day convention which 
was in session at Wentworth By-the-Sea, 
Portsmouth, N. H 

Charles J. Zimmerman, managing qj. 
rector of L.I.A.M.A., gave the prin, 
cipal address, tying in the growth of 
Columbian National with the changes 
that have occurred in the life insurance 
business since 1902. 

President Julian D. Anthony pre. 
sented Star Producers’ awards to top 
production leaders, one of whom, Ry. 
sell A. Freeman of Idaho Falls, re: 
ceived his 26th consecutive award. 

Chairman Francis P. Sears, in ae 
cepting a jeweled pin marking his 59 
years of active service with the company; 
spoke of some of the early history of 
the company, the trials of its founders 
and the achievements through the years. 


Drive for Furbush 
Nets $35,874,952 


American National’s industrial agen. 
cies, during their five-week special sales 
campaign honoring Vice-president R, A. 
Furbush on his seventh anniversary 
with the company wrote a total of 
65,325 applications for $35,874,952 of in- 
dustrial and ordinary, which Executive 
Vice-president W. L. Vogler described 
as “a most significant gain.” 

A committee representing the six int 
dustrial territorial divisions presented 
Mr. Furbush a handsomely bound vol: 
ume of congratulatory messages from 
the individual members of the industrial 
field force, constituting a permanent 
record of the personal results each man 
secured in Mr. Furbush’s honor, The 
committee included W. A. Lonsford, 
Houston, Lee Searcy, Dallas, and J. C. 
Bullion, Waco, directors of agencies, 











United Services in Okla. 


United Services Life of Washington, 
D. C., has been licensed in Oklahoma 
Wayne Snow, Oklahoma City, is gen- 
eral agent. 





Home Life of Philadelphia has reached 
a tentative agreement on a contract with 
IAWOC-CIO. The agreement was te 
be submitted to the membership of the 
union for approval shortly. 








Dowell Misquoted 


Vice-president Dudley Dowell of New 
York Life was misquoted in last week's 
coverage of the Life Insurance Assn. of 
America meeting, in his figures on the 
number of New York Life agency con- 
tracts in 1930 and 1950. What Mr. Dow- 
ell said was that in 1930 the company 
had 70 full-time contracts per million 
of population as against 33 full-time con- 
tracts per million of population in 1950 
His statement that these were equivalent 
to one contract for each 14,000 popula- 
tion in 1930 and one for each 30,000 
population in 1950 was correctly quoted. 


Nashville Trust Council Elects 


H. Martin Nunnelley, general agent 
of Massachusetts Mutual, has beet 
elected president of Life Insurance * 
Trust Council of Nashville, succeeding 
John A. Witherspoon, past president 
of N.A.L.U. and now vice-president 
Third National Bank. Overton Thomp- 
son, Nashville Trust, is vice-president, 
and Thomas A. Cooper, Third National, 
secretary. William H. Eaton, Mutual 
Life, was elected a director. 
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Actuaries Swing at 
Higher Claims 


(CONTINUED FROM PAGE 1) 








The social planners will 


ired persons. i 1 
paionugt le if the insurance people 


-over these peop 
ir d. Even though the com- 


ded n't, he sai 
aton coi in don't know the -_ of oe 
- Colum. Rasiness, they should undertake to figure 
on ut. . 
180 : the | Mr. Miller reminded his hearers that 
on Pn the insurance companies are in the bus- 
on whi 4} ness of paying claims. He said that on 
y-the-Set retired workers group insurance 1s 
% 4 normal part of the retirement prob- 
laging qj. | lem and must be considered as_ such. 
the pes Retired people have fewer dependents 
rowth a and the maternity risk is comparatively 
changes small, so that the cost factors are not 
ts s fs , : 
insurance | so bad as might be first assumed. 
Small Companies Different? 
Ony . 7 . . 
Is fi yi: A somewhat opposite view of social 
om Ree responsibilities, at least of the smaller 
Falls a companies, was expressed at the ses- 
rd. | sion for companies with under $300 mil- 
, in ace | lion in force which closed the Chicago 
g his 59 | meetings. Arthur Pedoe, Prudential of 
company; @& England, in ringing British tones, elo- 
istory of | quently objected to the idea that com- 
founders, | panies have a social obligation to ex- 
he years, | tend their coverages in the group field. 
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As an oldtimer at meetings such as this, 
he was struck with the parallel between 
what has happened to group casualty 
and what happened to the companies in 
the “permanent” disability | race some 
years ago. Mr. Pedoe advised against 
entry of the smaller companies into the 
group casualty fields. ; 

Considerable interest was shown in 
the assertion of Mr. Hansen that all 
group benefits should be fully funded 
before retirement. He said that hospital 
rates for retired persons should be 
higher. Charles E. Probst, Connecticut 
General, reviewed the difficulties in- 
herent in covering retired employes be- 
cause of the heavier experience and 
the fact that administration is compli- 
cated by change of residence of persons 
concerned, claims tend to be larger and 
because of the longer period of treat- 
ment. He mentioned that it may be de- 
sirable to limit benefits to one maximum 
claim or to an over-all life-time limit. 


“Sleeper” Coverage of Oldsters 


It was brought out that retired em- 
ployes are often being covered on a 
“sleeper” basis, that is they are lumped 
in with the active employes and nothing 
is done to segregate the retired em- 
ployes. The size of a group was es- 
tablished as important in covering re- 
tired workers and it was agreed that 
p limitations quite probably should be 
to hospital and surgical with none of 
the “fringe” benefits. The question arose 
as to whether the premiums should 
continue to be paid when the retired 
employe runs out his premiums. It was 
felt by those who expressed themselves 
that claims should be segregated. 

Mr. Beers said that Blue Cross is 
trying to continue coverage on retired 
persons by spreading the cost over 
all the workers and that, of course, the 
insurance Companies must have an eye 
to this competition. 

_Robert L. Jex, Great-West, indicated 
his belief that, as far as his company 
was concerned, the upward trend in 
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group casualty claims had been halted 
and perhaps reversed. He stressed the 
necessity of investigating hospital claims. 


Explore Substandard 
A & H Coverages 


(CONTINUED FROM PAGE 3) 








ently being experimented with by a 
number of companies. Apparently few 
of the companies represented have much 
experience with substandard A. & H., 
although Business Men’s Assurance has 
had limited but good experience. C. H. 
Tookey, Occidental of California, ob- 
served that the anti-selection increases 
so rapidly in substandard that some im- 
paired risks will never be covered. 

Concern was expressed by the pres- 
sure for higher limits with the dangers 
of anti-selection. As one man put it, 
there is no incentive for a man to get 
up off his back after he’s fallen from 
a ladder when he is covered by $13,000 
a year tax-free A. & H. 

It was brought out that there is very 
little use of the right of companies to 
refuse renewal, but that this is important 
protection for the companies. 

M. D. Miller explained that measure- 
ment and analysis of morbidity are more 
complicated processes and at the same 
time more expensive than the study of 
life insurance mortality. These factors 
have tended to retard the study of mor- 
bidity and the development of related 
actuarial science not only in insurance 
but in population statistics. The inci- 
dence of disability is affected by the 
disposition of the individuals to report 
morbidity or fail to do so in accordance 
with their desires. The variation ac- 
cording to sex is greater in the case of 
morbidity than in mortality. The primary 
mortality variable, age, is also impor- 
tant for A. & H., but not to the same 
extent. Occupation assumes more im- 
portance for A. & H. and income and 
geographical location are also extremely 
important. He said that the question 
of homogeneity between companies is a 
serious stumbling block in the way of 
inter-company studies, but because of 
the greater loss frequency, a compara- 
tively small volume of experience de- 
veloped by an individual ¢ompany can 
often give significant indications. 

Mr. Larsen has found that the most 
common method of analyzing claim pay- 
ments and relating them to appropriate 
units of exposure is that of showing 
the amount of claims incurred as the 
percentage of premiums paid or earned. 
This method relates losses to exposures 
and is well suited to every type of A. & 
H., he declared. 
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Fieta underwriters of the Equitable Life 
of lowa are expertly trained. New associates are 
enrolled in a combined study and field project 
known as the Basic Training Course. The next step 
in the training process is attendance at a Home 
Office School. Then follow two Intermediate Train- 
ing Courses featuring estate plans, business insur- 
ance fundamentals and programming. Cooperation 
‘is given eligible associates in their attainment of the 
Chartered Life Underwriter designation. Continu- 
ous personal supervision is given to the training 
progress of all recruits. 
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Get your share 
of the BIG ONES... 


Frere yecegs seeking to land a “big one” does not 
start out with a bent pin and a piece of string. 

He first learns the tastes and habits of the big fish, then 
chooses bait and rod accordingly. 


Successful salesmen use these same methods, knowing that 


You will enjoy representing an organization that offers 
the finest plans of life insurance obtainable. Founded in 1878, 
The Maccabees operates in 43 States and 5 Provinces of 
Canada. There is a place for you. 


Write today for full particulars. 
Address Dept. NU-00. 


MACCABEES 


LEGAL RESERVE INSURANCE 






e DETROIT 2, MICHIGAN 


everything depends upon the product and how it is presented. 
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H. Eliot Kaplan, who has had charge 
of the New York state employes retire- 
ment system for 3% years, is resigning 
effective July 5 to become a consultant 
in public and industrial pension ad- 
ministration. 
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CARL A. TIFFANY & CO. 
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Harry S. Tressel & Associates 
Certified Public Accountants 
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Southwestern Life 


Teachers Ins. & Ann.... 


General American 
Cal.-West. States 
Acacia Mutual, 
§ Business Men’s 
Home eT? New York.. 


Fidelity Mutual 
a” rer 
Home Beneficial 
Monumental Life 


Southland Life 


Independent L. 
Benefit A. of Ry. 


Commonwealth Life 
Great Southern 
Interstate L. & A 
Security Mutual, ‘NU Y.. 
Dominion Life 


> 
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Berkshire Life 
Manhattan Life 
North American Acc.... 


Savings Bank, Mass.... 
5 American United 
Haeuitable, D. C......... 


100 Union Labor 
GROUP IN FORCE 


Metropolitan Life 
Equitable, New York... 
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John Hancock 
Conn. General 


Continental Assur. 
General American 


Bankers, Iowa 
N. W. National 


Pacific Mutual 
Confederation Life 
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Life of Virginia. 
Mutual Life, Can. 


Bankers Security, 
Washington ~) 


Amer. National 
Columbian Natl. 


) Manufacturers 
7 Republic National 
Great Southern 


f 
Security Mutual 


Southland Life 
Old Republic Credit.... 
Business Men's 


United Benefit 


Constitution Life 


33,283,948 
32,772,123 
32,421,732 
30,308,592 
29,965,976 
29,320,876 
29,150,825 
29,133,843 
28,814,823 
28,525,977 
28,494,320 
28,198,804 
27,119,551 
26,125,570 
24,665,556 
24,620,208 
22,591,923 
22,006,852 
21,830,147 
21,572,626 
20,513,662 


19,064,560 
37,054 
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10,177,625 
9,716,584 
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69 Volunteer State ....... 26,141,922 
70 Michigan Life ......... 25,766,358 
71 Western & Southern... 24,793,850 
72 Commonwealth Life ... 23,913,363 
73 Paul Revere .......... 23,390,500 
74 Companion Life ....... 22,886,500 
75 Union Central ......... 20,994,396 
76 Progressive Life ...... 19,419,305 
77 Western Natl. ......... 19,398,789 
78 Alliance Nationale, Can. 19,125,700 
79 Southern Life ......... 18,351,815 
80 Pioneer Life & Cas..... 18,309,965 
81 Mutual Service ....... 18,118,666 
SS WORN TAG. © 6 vaicic cesses 17,899,700 
83 State Capital, N. C. : 17,520,150 
84 Montreal Life .... oe 15,917,635 
85 Savings Bank, N. Y..... 15,692,000 


86 Philadelphia United 






15,588 
15 1729 


87 Guaranty Union Life... 526 

88 Employers Life ....... 14210144 
89 Amer. Hosp. & Life.... "171'9¢; | 
90 Security L. & A........ 13,997,698 
91 Dixie Life & Health.... — 13,967'54 
BS) POOOTA) oo sc wsisccc tess 13,105.91 
93 Dominion Life ........ 12,524 349 
94 Southern States ....... 12,209 195 
95 Amal. L. & H........... 11,585,50¢ 
96 Amer. Standard, D. C... 9,420.99) 
97 N. Amer. L. & C., Minn.. 9,349.9 
98 Great Amer. Res....... 9,306.15 
99 Guardian ............. 7,801.7% } 
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How Trust Man Can 
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Work With Agents 


FROM PAGE 4) 





ness. Business insurance cases, he says, 
are the easiest thing an agent can get 
and if the bank has helped him get 
them he is more than likely to recipro- 
cate. 

More than 99%'% of all business pur- 
chase agreements that the Clarksburg 
bank had a hand in wound up leading 
to personal trust and estate business for 
the bank. 

For example, suppose two partners 
have a $75,000 interest each in a busi- 
ness. They set up a buy-and-sell agree- 
ment, thereby avoiding such well-known 
dangers to closely held corporations as 
the government’s tendency to overvalue 
the business interest, forced liquidation, 
and the danger of the survivor having 
to have the widow as a partner. 

When the business purchase agree- 
ment is being set up, it is easy for the 
trust man to say, “You have solved 
this problem and made $75,000 in hard 
cash available to your widow. What 
is she going to do with it? Do you want 
it dumped in her lap or paid to her in 
‘thoughtful’ dollars? If you aren’t going 
to plan the use of those dollars intel- 
ligently, you might as well throw the 
buy-sell agreement out of the win- 
dow.” 

One advantage of using the buy-and- 
sell agreement as a _ springboard for 
trust business is that a man is used to 
discussing his business affairs with his 
banker and he talks freely. It is easy 
and natural then for the trust man to 
show the client where he has only done 
half the job. 

Mr. Eierman credits much of the suc- 
cess of the bank-agent cooperation in 
Clarksburg to the power of third-party 
selling. It meant that Mr. Eierman 
didn’t have to sell trust company serv- 
ice and the agent didn’t have to sell 
life insurance. Each was selling the 
other’s product rather than being in 
the position of tooting his own horn. 





HAD TO SELL AGENTS 





It wasn’t all as easy as it sounds. Mr. 
Eierman had to sell the idea of the used 
trust department service just as hard 
to agents as he ever did to prospects. 

“The real answer,” he said, “is just 
try it once.” 

Occasional practical problems cropped 
up that required minor modifications in 
technique. For example, an agent who 
was 100% sold on cooperating with the 
bank would say to his insurance client, 
“Why don’t you go over to the Union 
National Bank and get your estate 
planned?’ But when Mr. Eierman would 
ask him who his agent was, the man 
might name some other agent. 

This did not necessarily imply any 
reflection on the first agent but the 
client may have just felt closer to some 
other agent. For that reason Mr. Eier- 
man developed the practice of suggesting 
to agents that they bring their clients 
in and thereby make sure of being in 
the insurance picture. Of course, if Mr. 
Eierman knew who the man’s agent was 
he would say, even if the agent hadn’t 
brought him in, “I assume Mr. Agent 
is your life underwriter.” Even then, 
sometimes the man would say no. 

Sometimes two agents would send in 
the same prospect and one time there 
were three. Often the second man to 
phone in would say, “Oh, well, let him 


— os 
handle it. Forget about me.” One oj 
those who took this broad gauge atti. 
tude was David. D. Taylor, manager at 
Clarksburg for Shenandoah Life. 
C.L.U., he did much to educate Mr 
Eierman on how to get along with life 
agents. 

“To my mind, Dave Taylor repre 
everything that is fine about the fe 
insurance profession,” said Mr. Eierman 
Mr. Taylor frequently brought in policy. 
holders who he knew were uninsurable 
telling them that it meant nothing t 
him but that he wanted to see them get 
their estates properly lined up with the 
bank. This helped out in the long run 
because when he got a prospect for in. 
surance there was a backlog of substan. 
tial men who were glad to act as refer. 
ences. 


Never Confuse Prospect 


In cooperating with agents, Mr. Eier- 
man always followed the principle of 
never discussing in front of the pros- 
pect anything about his case on which 
the trust officer and the agent might 
be in disagreement. The two would get 
together elsewhere and argue it out until 
one had convinced the other, but they 
never upset or confuse the prospects by 
showing anything but a united front in 
talking with him. 

Mr. Eierman believes that there are 
three basic ingredients for successful 
cooperation between agents and _ trust 
officers: ability, intelligence and “a little 
old fashioned courtesy.” He is strong 
for this mutual respect and feels that 
both the agent and the trust officer 
have such a broad field of knowledge 
to keep up with in their respective roles 
that either one runs the risk of getting 
tripped up when he starts experting in 
the other fellow’s bailiwick. 

As a national bank examiner for four 
years in the Carolinas, Virginia, West 
Virginia and Maryland, Mr. Eierman 
had a good chance to see a variety of 
banking operations with an _ objective 
eye. It seemed to him that trust officers 
and life agents were about equally guilty 
of snubbing each other in situations 
where they should have been cooperat- 
ing in the best interests of the bank’s 
client. 

Mr. Eierman is by no means blind to 
the faults on his own side of the fence. 
Trust officers, he says, can sometimes 
rightly be accused of being so close 
to the client and his family as to de- 
velop an attitude that he, the trust offi- 
cer, knows all the answers, whereas no 
one man can know them all. 

One reason why Mr. Eierman is so 
enthusiastic about life insurance is that 
he has seen at first hand the need for 
it, a need which is often woefully un- 
derinsured. He said that at least 70% 
of those individuals whose estates he 
had a hand in planning were underin- 
sured and it was not unusual at all for 
a client to acquire from five to 10 
times his existing holdings of life in- 
surance as a result of this estate plan- 
ning work. : 

A personable, likeable fellow _ just 
turned 30, with plenty of enthusiasm 
and expert knowledge of estate planning, 
Mr. Eierman has frequently been urged 
to go into the life insurance business, 
as an agent, general agent or manager. 
His feeling, however, is that he could 
not be one-quarter as effective for life 
insurance as an agent as he is as a trust 
officer. 











7,781,699 
—. 


whi 
One oj 
Se atti. 
lager at 
ife, A 
ite Mr. 
vith life 


resents 
the life 
lerman, 
policy. 
Surable, 
hing to 
lem get 
ith the 
ng run, 
for in. 
ubstan- 
S refer- 


&. 
» 


. Eier- 
iple of 
> —pros- 
which 
might 
uld get 
1t until 
it they 
ects by 
ront in 


‘re are 
cessful 
| trust 
a little 
strong 
Is that 
officer 
wledge 
e roles 
yetting 
‘ing in 


yr four 
West 
ierman 
ety of 
jective 
»fficers 
guilty 
lations 
)perat- 
bank’s 


ind to 
fence. 
etimes 
close 
to de- 
t offi- 
as no 


is so 
s that 
-d for 
y un- 
- 70% 
es he 
derin- 
ll for 
to 10 
fe in- 
plan- 


just 
siasm 
ining, 
urged 
iness, 
lager. 
could 
r life 
trust 





XUM 
















One of a series of advertisements 
dedicated to the men and women 
whose skill, knowledge and effort 
contribute so importantly to the 
life insurance salesman’s success. 





ETNA LIFE INSURANCE COMPANY 


HARTFORD 15 {Mg 4 CONNECTICUT 


5 special brand of Jipowledge 


HELPS YOU SELL MORE LIFE INSURANCE 


Few fields offer richer rewards, yet few are so intricate, 
fast-moving and competitive as Group Insurance—thus 
the necessity for a special Group Representative. Intensive 
training and constant study give him the skill and knowl- 
edge to impress prospects that he is an authority . . . to 
custom-tailor complex proposals . . . to make convincing 
presentations . . . to provide expert assistance when a 
plan is being installed. But that’s not all. Each group plan 
he helps you sell provides an excellent approach to many 
other opportunities for service and sales. In more ways 
than one, the Group Representative is a mighty valuable 
member of the life insurance selling team. 























‘“pEADY, DAD?”’ Doris Arnold took her hands 

R away from her father’s eyes, stepped around 
in front of his chair and swirled about in her shim- 
mering satin wedding gown. Then she said, in a shy 
voice that was almost a whisper, “‘Do you like it?” 


“Like it! I’ve never seen anything so beautiful, 
Doris!” Jeff Arnold glanced at his wife, still stand- 
ing at the entrance to the living room, and then 
winked at Doris and added, “‘Except once.” 


Beth Arnold came in and sat on the arm of her 
husband’s chair. ‘“That’s my Jeff,’”’ she said, “‘al- 
wavs tactful! But honestly, isn’t it a dream? There 
are still a few things to be done to it, but it will be 
ready in plenty of time.” 

She reached over, smoothed out a small wrinkle 
in the dress and then said, ‘‘Doris and I were just 
talking about the old custom—you know, ‘some- 
thing old, something new, something borrowed, 
something blue’—and we ran into a snag. Doris is 
all set as far as everything else is concerned, but 





we can’t decide on what she should wear that’s old. 
There’s that brooch my grandmother left me, or 
those pearls of Mother’s .. .” 


“Or the old emerald ring Aunt Molly gave me 
when I graduated,” Doris interrupted. “Or. . .” 


Jeff Arnold rubbed his chin, looked up at his 
daughter and said, ‘““Tell you what, Doris—I’ve 
got just the thing for you. I don’t know quite how 
you'll manage to wear it, but it’s something old, 
all right.’ He reached in his inside pocket and said, 
“Know what it is?” 


Without waiting for an answer, Jeff pulled out 
his wallet, took a check from it and handed it to 
Doris. “Money. And withit my very best wishes...” 


“Dad! Mother!” Doris cried. ‘“What in the world 
... why, how... for goodness’ sake .. .” 


“Easy, Doris, easy,’’ Jeff said, smiling up at her. 
“I know the size of the check surprises you. But 


actually it’s something that has been gro 
with you for years and years and has always be 
intended for you. 


“You see, right after you were born, Tom Bg 
the New York Life agent, came to the house 


advised me to take out some more insurance. Amon 


other things, he suggested that I take an endm 
ment policy so that no matter what might happ 
you’d always be sure to have enough money tog 
on to college when you grew up. 


‘Well, we managed to put you through colle 
without touching the insurance, praise be, gj 
when it matured a while ago we put the mon 
aside as an extra wedding present for you.” Je 
chuckled and said, ‘““Anyway, I hope it will do & 


your ‘something old’—because it’s almost as gl 


as you are!” 


NEW YORK LIFE INSURANCE COMPAN| 
51 Madison Avenue, New York 10, N. Y, 
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Naturally, names used in this story are fictit 
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